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INSTALMENT CREDIT CONFEREES: 


They foresee greater pressures (See page 15) 


This Month: 


SAVINGS AND LOAN LIQUIDITY by Morton Bodfish 
A NEW INTEREST-RATE PATTERN by W. J. Korsvik and T. M. Plank 
BANKER ADVICE TO SMALL BUSINESS by William F. Staples 
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"Bank of America Branch, 
Angels Camp, California, during 
™ annual Jumping Frog Jubilee 
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*k Get the “JUMP” in your California routing 
througn Bank of America’s 575 branches 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Bank of America’s statewide network of branches 
saves days in California routing. Cash letters may be 
sent direct to any of our 575 branches and your account 
credited the day they are received. Rejected items, re- 
turned direct, reach you days faster. For complete in- 
formation about this unique correspondent service, 
write Corporation and Bank Relations Department, 
Bank of America, 300 Montgomery Street, San Fran- 
cisco or 660 South Spring Street, Los Angeles. 
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‘irst in Africa 

Sirs: In its new building in Stanley- 
ville in the Belgian Congo, SOCO- 
BANQUE presented the first drive-in 
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Drive-in was a novelty 


window in Africa. It was a novelty to 
the public and was widely featured in 
the Congolese press as both an improve- 
ment in banking service and a solution 
to the growing parking problem. 

SOCIETE CONGOLAISE DE 

BANQUE DE BRUSSELS, 

Brussels, Belgium 
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Women in Banking 


Sirs: We have extracted part of the 
article, “Don’t Underrate Bank Women,” 
by Carl A. Bimson in your January 
issue, for the March issue of The Bank 
Officer, journal of The National Union of 
Bank Employees. This particular issue 
of our publication deals especially with 
the problems and interests of women 
bank staffs in Britain. 

BERYL Cross, Editor, 

The Bank Officer Limited, 

London, S. W. 1, England 


+ ° ° 


°56. The Year to Fix 


Sirs: The Operation-Home-Improve- 
ment eagles and seals are turning up 
everywhere, already in better than a 
million dollars worth of national adver- 
tising in the building materials field and 
in many millions more in local adver- 
tising. 

Newspaper publishers are having a 
field day with special sections, featuring 
lenders, contractors, builders, home equip- 
ment and building material dealers tied 
in with the seal. 

Bankers everywhere are very much on 
he team. The remarks of Fred Flor- 
nce, president of the American Bankers 
Association, on OHI are significant. He 
has said, “Bankers have an exceptional 
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opportunity for community service by 
financing home improvement on a sound 
basis. It should be recognized, however, 
that Operation Home Improvement can 
be truly successful only through the high- 
est standards of public responsibility of 
all groups concerned: the manufacturers 
and distributors of materials, the con- 
tractors making the improvements, and 
the institutions that finance them.” 

JOHN R. DOSCHER, Executive Director, 

Operation Home Improvement, 

10 Rockefeller Plaza, 

New York 20, New York 
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Report to Employees 


Sirs: We thought you would be inter- 
ested in the special edition of our house 
organ covering a “1955 Annual Report 
to Employees.” 

While the bank’s formal report is 
available to them, the purpose of the 
special issue was to put the activities 
of the bank on a more personal basis and 
to impart to employees some feeling of 
the excitement and competition in bank- 
ing that is not always evident to them 
in the day-to-day performance of their 
particular duties. 

The issue contains a double-spread 
summary of 1955 in figures, including 
10-year charts on loans and discounts, 





To impart a broader view 


deposits, capital and surplus, taxes and 
assessments, and salaries and wages. 
It also carries a special feature on 
“Work, Learning and Advancement in 
55.” This reports on administration of 
the bank’s salary program, on attend- 
ance at banking schools, American Insti- 
tute of Banking participation, internal 
training, the Mellon Bank Employees 
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Charities Fund for community giving, 
the Quarter Century Club, etc. 

It is noteworthy that the special issue 
created a considerable amount of com- 
ment both from people here in the bank 
and from the outside. 

ALEXANDER B. ADAMS, Asst. Vice-Pres., 

Mellon National Bank and Trust Co., 

Pittsburgh 30, Pennsylvania 
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Where, Who. What and Why 


Sirs: One of the most pleasant monthly 
experiences is the noting of where, who, 
what and why in Burroughs Clearing 
House; personally, it has been so for 
me ever since my induction into the 
trust field. 

H. F. PELHAM, 

Vice-President and Trust Officer, 

First National Bank, 

Fort Lauderdale, Florida 





The number of Bell 
telephones has doubled 


in the last ten years 








THIS WAS THE DREAM 


of Alexander Graham Bell, 
many years ago... “I see the 
telephone become a common 
tool within the means of every 
business, every home. I see its 
lines and poles marching thou- 
sands of miles — and perhaps 
in the next century, the tiniest 
farthest hamlet woven into 


the wire fabric.” 








AT HOME OR OFFICE 
Anytown, U. S. A. 


The latest issue of Telephone Sta- 
tistics of the World shows how Bell’s 
dream of the growth of the telephone 
has been fulfilled and exceeded. Not 
everywhere, but surely in this country, 

The United States with only 6% 
of the world’s population has more 
than half of the world’s telephones. 


This country has one telephone for 
every three persons. Europe has one 
for every 22 persons. The rest of the 
world has one for every 123 persons. 


Every Bell telephone—and that in- 
cludes yours—is connected not only 
with fifty-five million other telephones 
in this country but with many millions 
in other countries. 


BELL TELEPHONE SYSTEM 


AN OVERSEAS CALL 
Background is 
Berne, Switzerland 


And they connect with ninety-one million telephones all over the world 


They are in such unlikely places as 
Ascension Island in the South Atlan- 
tic, Paramaribo in Netherlands 
Guiana, as well as the major European 
cities, Tokyo, ete. 


The greatest growth of the tele- 
phone has come in recent years. There 
are twice as many Bell telephones now 
as in 1945. In the few years since the 
war the Bell System has grown about 
as much as in the whole previous 70 
years of telephony. 

At thé same time there have been 
many improvements in the speed, 
convenience and quality of the service. 
We are well on our way to further 
progress in the days to come. 
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TRENDS IN FINANCE 








Insurance Firm Offers 
Executive Training Program 

One of the nation’s largest life insur- 
ance companies is now making available 
to other firms without charge a compre- 
hensive executive training program that 
can be used in its entirety or integrated 
with existing programs. 

Almost 2% years in preparation, The 
Mutual Benefit Life Insurance Com- 














Information kit on program 


To help people develop 


pany’s program is adaptable to large or 
small institutions. Its primary purpose is 
to make people want to develop in them- 
selves the qualities to handle increased 
responsibilities, and it was prepared with 
the help and counsel of management ex- 
perts following two nation-wide surveys 
of leading companies, according to H. 
Bruce Palmer, president of the Newark, 
New Jersey, firm. 


Film provided. He points out that the 
key feature of the program is a 30-min- 
ute film presentation, “The Time Is 
Now,” which tells the story of a young 
couple and how they achieved success by 
drawing on past experiences in their 
lives. Supporting the film is a series of 
seven one-hour training sessions on 
teamwork, planning, integrity, crafts- 
manship, leadership, communications 
and strengthening management skills. 

The course is conducted by a group 
kader using film sequences, training 
ads and booklets supplied by Mutual 
Fenefit Life. A Conference Leader’s 
Guide details the program and enables a 
iff member to supervise the sessions 
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with a minimum of preparation effort. 

Making money work. A section on 
financial planning for the individual, a 
subject which has received only scant 
attention in previous training courses, is 
included in the program. Through the 
use of an animated film, ‘““Making Money 
Work,’”’ this section shows the impor- 
tance of saving for future security, and 
outlines the various savings and invest- 
ment media available to the individual 
for providing this security for himself 
and his family. 

Primarily designed for executive and 
middle management training and devel- 
opment, the films also should appeal to a 
wide variety of civic groups, service 
clubs and similar organizations. The 
films and the entire program will be 
made available without charge on a 
nation-wide basis by Mutual Benefit’s 
general agents throughout the country. 
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Adverse Report on the 
Commercial Code 


In a report expected to have consider- 
able effect on the pending actions in 
other states, the proposed Uniform Com- 
mercial Code has been rejected after a 
three-year study by the New York State 
Law Revision Commission, on the ground 
that the code is unsatisfactory in its 
present form. 

The proposed code is of direct impor- 
tance to banks and finance companies, 
as well as business in general. Its major 
purpose is to achieve national uniformity 
in the laws relating to commercial trans- 
actions including checks and other nego- 
tiable instruments, warehouse receipts, 
bills of lading, chattel mortgages and 
other secured transactions, bank deposits 
and collections, etc. The program is 
sponsored by the American Law Insti- 
tute and the National Conference of 
Commissioners on Uniform State Law. 

However, the New York report stated 
that the code contained “many ambigui- 
ties and defects of. drafting”? and that 
“there are a number of questions on 
which the policy adopted by the code 
should be reconsidered.” 

The Commercial Code has. been 
adopted in Pennsylvania and is being 
studied in a number of other states. 
However, it is believed that the New 
York verdict will carry considerable 
weight, and that unless the code is re- 
drafted to meet the objections raised the 
chances for broad-scale adoption are not 
promising. 
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Finance Companies Shift 
to Long-Term Money 


The narrowing gap between long and 
short term interest rates, discussed at 
length in the article starting on page 42, 
has had numerous repercussions on 
borrowing policies. The finance com- 


panies, big-scale borrowers themselves, 
afford an excellent example. 

Like banks, the finance companies 
operate by putting other people’s money 
to work for them, but they must borrow 
most of it. Much of their operating 
capital comes from lines of credit estab- 
lished with commercial banks. General 
Motors Acceptance Corporation, for 
instance, is said to have some 600 lines 
of credit representing more than $700,- 
000,000. Finance companies also depend 
on the sale of short-term paper to insti- 
tutional, corporation and private inves- 
tors. 

However, 


with their heavy reliance 












































on borrowed funds the finance com- 
TREND TO LONG-TERM DEBT 
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Change in borrowing practice 


panies are obviously sensitive to changes 
in money rates, since this represents a 
primary cost of doing business. So, as 
money tightened last year, and rates 
rose in the short-term sector partic- 
ularly, the finance companies have come 
to look more to the long-term market, 
where rates have held relatively level. 

Thus early this year Commercial 
Credit Corporation sold $75,000,000 of 
20-year notes and C.I.T. Financial Corp. 
sold $100,000,000 of the same term notes 
to insurance companies. G.M.A.C.’s in- 
creased emphasis on long-term debt is 
charted above; in addition, it will re- 
portedly get at least $175,000,000 in 
long-term money from insurance com- 
panies in the next few months, and has 
sold $50,000,000 of new cumulative pre- 
ferred stock to the parent General Motors 
Corporation. 
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Level Payment Plans 
by Mutual Funds 


Two interesting investment trust plans 
were recently introduced by two Boston 
mutual fund organizations. The Putnam 
Fund Distributors, Inc., has unveiled its 
Monthly Check Plan account, while a 
Level Payment Living Trust is being of- 
fered by Keystone Custodian Funds, Inc. 

The latter is designed to help share- 
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holders bridge the gap of probate pro- 
cedures and to provide level payments 
from an investment estate to benefici- 
aries. The trust is revocable, and the 
settlor acts as his own trustee during 
his lifetime. 

Living trust. In establishing a Level 
Payment Living Trust, the settlor pre- 
determines the amount of monthly or 
quarterly payments he feels will be 
necessary for the support of his widow 
or other beneficiaries and sets himself 
a goal of approximately $30,000 of cap- 
ital for each $100 a month payment., In 
addition to building the trust through 
periodic investing during his lifetime, the 
settlor may also direct that insurance 
proceeds and other liquid assets remain- 
ing in his estate after settlement be 
added to the trust in order to achieve 
his goal. Payments are made from ac- 
cumulated net investment income and, 
when necessary, are completed by use 
of capital. 

Monthly check. Under the Monthly 
Check Plan the investor opens what may 
be described as a “systematic cash with- 
drawal plan.” He opens the account by 
depositing shares with a current offering 
price value of $10,000 or more at the 
Second Bank-State Street Trust Com- 
pany of Boston. At the time he opens 
the account, he designates the individual 
the bank should send a monthly or quar- 
terly check to, and the amount. 

When dividends and other cash distri- 
butions are paid by the fund on the de- 
posited shares, they go directly to the 


bank and are immediately used to buy 
additional shares at the net asset value; 
these shares are also deposited in the 


account. Shares are sold from the ac- 
count on the last day of the month to 
provide the money required for the 
monthly check, which the bank sends to 
the investor on the fifth of the following 
month. 

Small service fee. Each account re- 
mains completely flexible. It can be ter- 
minated whenever the owner wishes. 
Shares can be added or withdrawn at any 
time. The amount of the monthly check 
can also be revised. The only extra cost 
to an investor is a monthly fee of 50 
cents which is charged by the bank for 
its services in handling all the operating 
details. 

Further details on these programs can 
be obtained by writing The Keystone 
Company of Boston, 50 Congress Street, 
Boston 9, Massachusetts, or the Putnam 
Fund Distributors, 50 State Street, Bos- 
ton 9, Massachusetts. 
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Invest-In-America Week 


Individual companies and organized 
groups in 24 cities across the country 
are using “Invest In America For More 
And Better Jobs” as the theme for their 
April 29-May 5 celebration of Invest-In- 
America Week. 

The program, which is sponsored by 
the National Invest-In-America Commit- 
tee, Philadelphia, Pennsylvania, has 
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Guide to national event 


drawn strong support from the Educa- 
tion Committee of the Investment Bank- 
ers Association of America, Washington, 
D.C. Recently, for example, a special 
edition of the “IBA Education Bulletin” 
carried the history of the Invest-In- 
America movement, reviewed 1955 ob- 
servances of the various chapters, and 
outlined plans of these groups for 1956. 
The edition was designed to serve as a 
guide book for interested groups. 





















or over half a century we have 
specialized in the underwriting and dis- 
tribution of bonds, notes and equipment- 
trust certificates—exclusively. 


HALSEY, STUART & CO. INc. | 


123 SOUTH LASALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK 3 
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“Invest-In-America provides an ob- 
jective program in which all segments of 





/ 

: business and industry in the given com- WHEN YOU MUST REFUSE THE LOAN... 
munity are able to join hands and co- ee 

operate in the interests of over-all pub- 


lic welfare,” said Erwin W. Boehmler, 
educational director of IBA and editor 
of the Bulletin, in a prefatory statement 
of the edition. “It provides an effective 
means for carrying the story of the 
American economy, with particular em- 
phasis on saving-investing-tools-jobs, to 
the many thousands of citizens who still 
do not have a clear understanding of the 
fundamentals underlying our business 
structure.” 

Business groups or companies inter- 
ested in establishing and participating in 
the Invest-in-America programs in their 
communities should contact Walter A. 
Schmidt, chairman, executive commit- 
tee, National Invest-In-America Com- 

mittee, Inc., Schmidt, Poole, Roberts & 
} : Parke, 123 S. Broad Street, Philadelphia 
9, Pennsylvania. 
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. New School Construction 
Financing Plan 


A plan to provide long term lease- 
purchase financing for new public schools 
anywhere in the country has been an- 
; nounced by the Reynolds Metals Com- 
j pany, aluminum producer. 

: The firm offers to serve as nonpaid 
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a “agent” for any school district, to ar- 
range the design, construction, financing "Clever, but hardly bankable.”’ 
a ; and equipping of a school building 
according to its own particular needs 
and specifications. Use of aluminum in 
such projects is not a requisite, the CALL a SPECIALISTS 
company states. 
The lease-purchase arrangements could AL 
run from 30 to 40 years. No interest L 
rates have been specified, but the Rey- 
nolds organization declares that regular ; : ; 
{ payments under such financing would Sometimes the man with an unusual idea has a much better 
be about 50 per cent less than on shorter gadget than appears on the surface. We have learned from experi- 
term conventional bond financing. It . ‘ ee 
Posrsscnnie : : ence to take the time to delve into the unusual. 
adds that the new service would also ; : Z 3 , 
give school districts the advantages of As an illustration, one concern with a revolutionary idea 
educational and architectural consulta- borrowed less than $300,000 in 1946 to get started on an unusual 
tion far beyond the — of the typical peacetime product. Our line of credit to this concern last year was 
: district, on such matters as lighting, -. : 
: classroom design and arrangement, and several millions and we are glad to say that the account has now 
é : 
, color. graduated to unsecured bank credit. 
' Heading the service from the Reynolds | Perhaps you have a customer who could use our specialized 
headquarters in Richmond, Virginia, will : Ae nigtt ; Sie? : 
he De. Rebost Chandler. on teave from financing service. We'll be pleased to discuss it with you—any time. 
the University of Virginia, where he is | 
professor of education, and also execu- 
tive secretary of the Virginia School 
Boards Association. 
Details on the program appeared in 
| the March issue of Architectural Forum 
| magazine. 
| . 
i « 
| Convertible Securities 
| An intensive analysis of what convert- 
7 ible securities are, their uses in varying ‘ P 
situations, and reasons for their great ASSOCIATES DISCOUNT CORPORATION 
popularity in recent years is contained 122 E. 42nd Street, New York 17 208 S. LaSalle Street, Chicago 4 
n a new book entitled “Raising Capital A subsidiary of Associates Investment Company 
vith Convertible Securities.” Written by TOTAL ASSETS IN EXCESS OF $800,000,000 
| University of Michigan assistant pro- 
fessor of finance, C. James Pilcher, the 
J report is the first of its kind since 1913. 
se ~ April, 1956 5 








It studies these securities from the cor- 
porate issuer’s point of view. 

Professor Pilcher surveyed 100 com- 
panies in all fields to discover manage- 
ment’s reasons for issuing convertible 
securities, and his conclusions are drawn 
from their replies. 

Industries anticipating extensive 
growth, companies with undervalued 
stocks, and those seeking a wider capital 
market are among the frequent issuers 
of convertibles, he noted. About half of 
the preferred stock issues sold in recent 
years have had convertible options, he 
continued, and upwards of 15 per cent of 
the bonds issued also have clauses per- 
mitting exchange to common stock any 
time during a specified period. 

Requests for copies of the book should 
be directed to the University of Michi- 
gan’s Bureau of Business Research, Ann 
Arbor, Michigan. 
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Farm Credit Trend 

The current farm credit picture illus- 
trates the saying that anything can be 
proved by statistics. 

With farm debt having increased 
steadily since the end of World War II, 
it now amounts to $17 billion or more 
than double the total farm borrowings 
in 1945 and well above the prewar fig- 
ure of $9.8 billion in 1941. Concern over 
the present total has been expressed, in 
view of the downtrend in farm income. 

Now come some counterbalancing sta- 
tistics that tend to alter the picture. 


Even with the big increase in total farm 
debt, it is equal to only 11 per cent of 
the value of farm assets, whereas in 
1940 the corresponding figure was 18 


per cent. And, the total outstanding 
farm debt is now about 50 per cent 
above the annual net income of farm 
operators, while the prewar debt was 
more than double the annual net farm 
income. 

Other factors. Rather than using such 
criteria for judging farm debt, the Fed- 
eral Reserve Bank of Chicago suggests 
that the key factors in evaluating it 
should be (1) is the debt sound in the 
sense that it can be repaid as planned, 
and (2) can the borrower use the addi- 
tional capital profitably. 

The bank predicts that farm debt is 
likely to show further growth. Farmers 
are expected to use larger amounts of 
short term funds to gain the benefits of 
improved machinery and other things 
needed for efficient production. Farm 
real estate debt, it is believed, will con- 
tinue to increase as the portion of farm 
transfers financed by credit rises further 
and down payments account for a small 
share of sales values. Also, it is antici- 
pated that there will be an acceleration 
of the trend toward the use of mortgage 
credit, instead of short-term borrowings, 
to finance machinery and farm enlarge- 
ment and improvement programs. 

Sources involved. In analyzing the 
sources of farm loans, the Chicago Re- 
serve Bank notes that about half of the 
credit comes from firms having direct 
access to the national money market: 

















A.T. & T. is calling... 
| 


its 334% Convertible Debentures of 1965 | 
for redemption on May 1, 1956 at 106% | 
| 
| 


After May 1, 1956, interest on these debentures will 
cease to accrue and they will no longer be convertible. 
Copies of the notice of redemption and of a Prospectus 
relating to the stock of A.T.&T. into which these 


debentures are convertible may be obtained from the 
office of the Treasurer. 


AMERICAN TELEPHONE AND TELEGRAPH 
COMPANY 








195 Broadway, 
New York 7, N. Y. 






























































Banks and merchants provide 
most of the non-real estate farm credit : 
(amounts outstanding January 1, 1956) } 
billion dollars 
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Two loan sources predominate 


insurance companies, Federal Land 
Banks, the Farmers’ Home Administra- 
tion, Production Credit Associations, and 
large manufacturers and distributors of 
farm supplies. The other half of farm 
credit comes largely from local sources 
—country banks, retailers and individ- 
uals. 

An accompanying chart shows what a 
large proportion of the non-real estate 
loans to farmers comes from the mer- 
chants, with banks following closely as 
a primary source .Together they account 
for some 86 per cent of the short-term 
credit, while the Production Credit 
Association and the Farmers’ Home 
Administration supply 14 per cent. 

In the chart measuring the comparative 
importance of various sources of farm 
real estate credit, individuals com- 
prise the largest single factor. However, 
in combination the insurance companies, 
Federal Land Banks and the commer- 
cial banks and trust companies hold 
about 60 per cent of the total farm mort- 
gage debt, with the banks tending to 
specialize the shorter maturity loans. 

Future trends. Agricultural lenders are 
now looking more closely at the total 
credit picture of individual farms, the 


Shorter maturities for banks 








Individuals held large share of real 
estate debt on January 1, 1956 
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reserve bank states. It predicts that any 
move in the direction of an integrated 
credit program for whole farm busi- 
nesses will probably elevate real estate 
credit to a more important position. 
Also, that as this shift takes place, 
further evolution of credit instruments, 
institutions and loan procedures will no 
doubt occur. 
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Britain’s Trade Plight 
Partly Statistical? 


Ever since the credit squeeze started 
in Britain the financial and economic 
press has been deluged with correspond- 
ence either condemning the methods 
chosen by the Treasury or suggesting 
other ways which would, in the writers’ 
opinions, reach the desired result by less 
painful means. The squeeze is designed 
to reduce imports until a satisfactory 
volume of gold and dollar exchange can 
be accumulated, but it is admitted that 
this method, if pushed too far, would 
soon also bring about a drop in exports, 
with consequent unemployment. 

The Treasury publishes the figures for 
its gold and foreign exchange holdings 
every month, and for about the past 18 
months these holdings have been far 
too low for comfort or for there to be 
any hope of achieving convertibility. A 
foreign exchange expert has now writ- 
ten a letter to the London Financial 
Times which has attracted wide atten- 
tion and puts a better view of Britain’s 
actual position than can be gained from 
mere publication of the total figures. 

Cash vs. credit. The writer points out 
that as the world’s largest importer, 





Britain pays cash for the bulk of its im- | 


ports, but gives credit for up to two 
years on much of its exports, particu- 


larly capital goods. He shows that im- | 


ports in 1955 were about £3,900m., of 
which £3,000m. was paid for in cash. 
Exports amounted to about £3,000m., of 
which some were guaranteed by the Ex- 
port Credits Guarantee Department of 
the Board of Trade, some were financed 
up to 120 days by the banks, some were 
financed by the exporters’ internal re- 
sources, and some in other ways. 

The Treasury figures take no account 
of all this. However, it is because of 
these apparently inadequate figures that 
attacks are launched against sterling 
from abroad and doubt is felt about 
Britain’s ability to maintain the pound 
at its present rate. 

Solutions suggested. The writer says: 
“Is it not possible that Britain is grossly 
misleading the world by revealing its 
monthly cash position in terms of gold 
and foreign exchange while omitting the 
excess credit which it is giving to con- 
signees abroad over and above that 
which the foreigners are giving to con- 
signees in Britain?” He suggests that as 
such a heavy importing country Britain 
should aim at “‘taking credit” as well as 
riving it. 

He sums up by saying: “If we must 
‘dvertise why not also give an estimate 
(a) of the balance of the money at call 
arising from cash remittances and bills 
n course of collection and (b) the total 
£ foreign bills held in portfolio await- 
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Year after year we serve thousands 
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in Utah and the Intermountain West. 
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Quotation clerks transmit bid and 
asked figures to member firms 





Exchange receptionist explaining how 
stocks and bonds are sold 


ing maturity—in other words, our tota 
liquidity. The liquidity figure is wha 
matters most, and the cash figure can b« 
improved at the expense of the othe 
two items by taking more credit or giv 
ing less, but not by restricting trad: 
which eventually reduces all three.” 

Too little, too late. If these figure: 
were available and could be published 
they undoubtedly would give a radically 
improved picture of Britain’s true inter- 
national position. Unfortunately, sta- 
tistics are too sparse and so late in col 
lection in Britain that by the time the: 
are assembled the emergency which the, 
might have helped has passed. But there 
is general agreement that something 
must be done to improve official state- 
ments which are now recognized as pal 
pably incomplete.. 


oa * i 


Women on Wall Street 


It’s a man’s world on the floor of the 
New York Stock Exchange, where the 
“men only” rule prevails. 

However, as the accompanying views 


Supervisor at master control panel checks 
tape printing machines 


- + « but they handle numerous tasks behind the scenes at the nation’s largest securities mart 


Wire room clerk, Bache & Co., 
confirms stock quotation 


At Bache, a stock certificate is 
checked before transfer 


Woman broker at Gruntal & Co. discusses 


order with a customer 


- + - and women likewise play a vital role in keeping wheels moving at brokerage offices 
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indicate, it takes a big army of women 
to keep Wall Street’s wheels moving so 
that the men can function on the Ex- 
change floor. 

It has been conservatively estimated 
that, backing up every broker who deals 
in shares or bonds or futures on the 
numerous bourses of Wall Street, there 
are half a dozen women. They quote 
prices, handle ticker tape, transmit and 
confirm orders, check on margin, give 
the public a guided tour of the Stock 
Exchange, and handle many other “be- 
hind the scenes” duties. 

Of course, there are women brokers 
too, but they never go to the Exchange, 
transacting business from their offices. 
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Largest Stock Transfer Job 


The Guaranty Trust Company of New 
York recently completed the largest 
stock transfer job of its kind by mailing 
more than 21 tons of mail to approxi- 
mately 326,000 stockholders involved in 
the three-for-one capital stock split of 
the Standard Oil Company of New Jer- 
sey. 
One of the country’s largest corpora- 
tions, Standard Oil now has more than 
196,300,000 shares outstanding, ranking 
second among the country’s corporations 
in that respect. 

To complete the transfer, the Man- 
hattan bank processed more than 20 
million items in the form of mailings, 
calculations, listings, enclosings, stencil- 
lings and proxy tabulations for the issu- 
ance and postings of the new stock cer- 
tificates. Among the most important of 
these operations was the dispatching of 
3,588,000 enclosures in some 1,000,000 
pieces of mail. Within a _ five-week 
period, Guaranty Trust staff members 
also made over 1,500,000 entries on 





stockholders’ ledgers in order to post the | 


130,870,948 new shares of stock. In | 


many cases, signatures had to be man- 
ually applied to the new stock certifi- 
cates. 

Automation, methodization and mod- 
ern electronic equipment helped keep 
the huge task on schedule, but the job 
still required the work of hundreds of 
members of the bank’s staff almost 
around the clock. 

While handling the split, the bank was 
also paying two of Standard Oil’s regu- 
lar quarterly dividends. In addition, it 
was handling dividends and performing 
other transfer and registrar services for 
about a thousand large and small issues 
for other companies. 
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Importance of Savings 


The importance to the nation’s economy 
oi a high level of savings has been under- 
scored by Carrol M. Shanks, president 
0| The Prudential Insurance Co. of 
America. He suggests that financial 
institutions will have to do an even bet- 
t-r job than in the past, by a considerable 
margin, 

‘To keep our economy moving forward 
\l require a tremendous investment— 
stly larger than any nation has ever 
ovided,” he states. “It can come only 
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offers exceptional 

opportunities 
for Sound 
Business 


Ventures 


During the past 5 years population has increased 
by over 1,000,000 and the number of factories has 
increased by more than 20%. 

It is significant that American Enterprises with 
years of Australian experience are increasing their 
investments in this fast developing country. 
A.N.Z. Bank has been able to assist many Ameri- 
can Corporations with essential information and 
introductions through the Business Development 
Department which is designed to meet the special 
requirements of oversea businessmen. 


Write now for a copy of the Bank’s 114-page 
booklet: 


“AUSTRALIA'S CONTINUING DEVELOPMENT" 


A.N.Z. BANK 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 


Over 840 Branches and Agencies throughout Australia and New Zealand, 
in Fiji and Papua, and in London. 


OVERSEAS DEPARTMENT 


All overseas enquiries should be directed to: | S°re’! Managers Office 
394 Collins Street 


Melbourne, Australia 








from increased savings—and to get these 
savings will require skillful management 
of the economy.” 

According to Mr. Shanks, ten years 
from now net new equity financing alone 
will require six billion dollars a year 
in new additional funds, or almost four 
billions more than the current net new 
investment in equities. 

Also, Mr. Shanks estimates that by 
1965 the total annual demand for net new 
debt and equity funds will probably be 
about 70 billion dollars. The total demand 
for net new funds in 1955 was 44 billion 
dollars. “That means more than a 50 
per cent increase in ten years, which is 
a very big order,” the insurance leader 
comments. 


Inflation alternative. “These future de- 
mands represent far more money than 
can come from savings if the public con- 
tinues to save at the rate which has 
become more or less established in recent 
years,” Mr. Shanks warns. “People 
would have to save at twice the rate of 
saving in 1955. Without enough saving, 
the money would have to be created—it 
would have to come from commercial 
banks or from the government—and 
devastating inflation could result if the 
deficiency is large enough.” 

Mr. Shanks concedes that the growth 
of our economy year after year requires 
a moderate creation of money through 
the banking system. But, he adds, if we 
rely on the banks not only to accommo- 
date the growth of our economy but also 
to take the place of positive savings, 





then we are certainly headed for infla- 
tion. 

Four directions. Granting that a high 
rate of savings is of critical impor- 
tance, Mr. Shanks raises the question: 
“What are our chances of getting enough 
savings to meet the multiplying require- 
ments?” 

While not claiming to know the com- 
plete answer, he suggests four directions 
in which to look for a solution: 


Tax reduction. 1. Something should be 
done about personal income taxes, in 
his opinion. “Tax money comes out of 
savings and thus reduces the funds 
available to finance our necessary future 
capital equipment,” Mr. Shanks declares. 
“When it is used unwisely by the govern- 
ment—which it sometimes is—it con- 
tributes to inflation. This undermines the 
very foundations of the economy. There 
is also another factor to consider: we 
are in the paradoxical situation of hav- 
ing to maintain individual consumer 
spending to preserve prosperity, and yet 
increase personal savings to finance 
expansion. An increase in savings while 
maintaining a high rate of consumer 
buying indicates that taxes must absorb 
less personal income.” 

More promotion. 2. People must be in- 
spired to save more, Mr. Shanks em- 
phasizes. He believes that this can be 
done by developing new ways for them 
to save—ways that will attract new peo- 
ple to savings, and attract additional 
savings from the already established 
savers. He cites the variable annuity 
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This Bank’s 20 offices, located in the 
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ively and without delay—in any part of 
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CARROL M. SHANKS 


Doubled savings to be needed 


program as one example. “Also,” he 
stresses, “the existing savings devices 
and _ institutions—insurance companies, 
banks, savings and loan groups, mutual 
funds, pension funds, etc.—must redouble 
their efforts te sell themselves to the 


people.” 
Credit restraint. 3. Private interest 
groups should not clamor for easier 


credit than is reasonable or necessary, 
Mr. Shanks warns, since too-easy credit 
can only end in inflation, which robs the 
“little fellow” and leads to subsequent 
busines reversal. 

Wise money policy. 4. “The govern- 
ment must maintain a well balanced 
attitude toward monetary and credit 
restraints,” Mr. Shanks concludes. “To 
maintain its balance in this regard, it 
must resist political pressures which can 
get extremely severe.” 
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Mobile Home Financing 


If the banker is willing to devote some 
specialized attention, there appears to 
be little doubt of the soundness and 
profitability of mobile home financing, 
says Ralph M. Natale in his treatise on 
“Mobile Home Financing” which was 
prepared for the School of Consumer 
Banking at the University of Virginia, 
Charlottesville, Virginia. 

Mr. Natale, an examiner for the Fed- 
eral Deposit Insurance Corporation, New 
York City, traces the history and devel- 
opment of mobile homes, discusses their 
financing, and outlines the problems con- 


| fronting the industry in his 84-page book, 


which has been endorsed by the School of 
Consumer Banking and the Mobile Home 


| Manufacturers Association. 


“Trailer coach contracts represent the 
largest individual notes in a consumer 
credit department,” he says. “Attractiv« 
prevailing rates and maturities genera!!y 
longer than prevalent for other types o! 
consumer loans combine to produce lower 
average handling costs despite the cer- 
tain amount of extra care necessary.” 

His study shows that the trailer came 
into existence about 1930, and in 1954 
there were about 2,000,000 Americans 
residing in the 761,000 mobile homes in 
the U.S. These trailers, he adds, were 
worth about $324,000,000, or an averase 
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f $4,300 each, indicating the improve- 
nents in equipment and modern con- 
veniences since 1950 when the mobile 
1iomes showed an average value of 
$3,400. 

The book is amply illustrated with pic- 
tures of modern trailers and conveni- 
ences, and includes tables for the years 
1953 and 1954 that show how lenders 
rate trailer paper, and their experience 
ratios as to delinquency, repossession, 
“skips,” and losses. 

A major problem facing the industry, 
Mr. Natale contends, is the matter of 
public opinion toward mobile homes and 
trailerites. The stigma which has per- 
sisted from the early days has been 
moderated to a great degree, he notes, 
but not entirely removed from public 
memory. 

Discounting any emergencies, he feels 
that the greatest civilian demands for 
mobile homes will come from two basic 
markets: the increasing number of re- 
tired persons and the mobile worker. 

Copies of the book, at $3 each, may be 
obtained from William W. Welsh, Mobile 
Home Manufacturers Association, 200 
North Wacker Drive, Chicago 6, Illinois. 
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Broadening the Market 
for Mortgages 

Several private and public groups 
have introduced programs aimed at tap- 
ping the big pension and trust funds for 
more housing financing. They have made 
the plans even more appealing to trus- 
tees of large funds by agreeing to handle 
the paper work involved in servicing 
these mortgages. 

Under a program outlined by New 
York State Housing Commissioner Jo- 
seph McMurray, the pension funds 
would invest in debentures issued by a 
proposed central financial institution, 
and this agency would then finance 
housing construction primarily of mid- 
dle-income apartment-type develop- 
ments. 

State supervised. The central financial 
institution, he added, would be patterned 
after the New York State Business De- 
velopment Corporation, being under lim- 
ited state supervision, but controlled 
mainly by pension funds investing in it. 
These investments, he continued, would 
not be made in specific mortgages but in 
debentures backed by the proposed insti- 
tution, thus spreading the risk. He sug- 
gested that the state might give further 
protection by participating with the in- 
sitution in low-equity mortgages. 

Nation-wide syndicate. A private enter- 
prise, meantime, The Investors Central 
Management Corporation, New York 
City, has already been organized by a 
nation-wide syndicate of 28 mortgage 
companies to make investment in home 
mortgages convenient, economical and 
profitable for foundations, trusts, pen- 
sion funds and other investors, accord- 
ng to Miles L. Colean, Washington 

onomist, who is chairman of the firm. 

The organization, he said, is owned by 


rember firms and will provide mort- | 
‘ages for sale to investors, then collect 


nd consolidate amortization payments 
or them. Currently, he added, the firm 
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Our plant wrecked ... our orders unfilled... 


but we still “earned” $446,000 


(Based on Company File # DOA-9-1566S) 


A freak windstorm hit our plant one Meanwhile, our expenses piled up 
afternoon. A powerful gust snapped and orders went unfilled. 
the guy wires on the 150-foot steel Only our Business Interruption 
stack at our powerhouse. Insurance kept us from going deeply 
The stack folded over. Downdraft into the red. The $446,183 we 
started a fire that destroyed the _ received took care of our continuing 
powerhouse and a nearby building. expenses—and gave us the same 
Without power, our whole opera- profit we would have made, had we 
tion halted. We were six months been doing business as usual during 
getting back to normal production. _ the entire time! 


This firm had the foresight to protect its ability to stay in business. 
Every one of your banking customers can—and should—do the same. 


Business Interruption Insurance offers a practical way to avoid 

a crippling loss of income when unexpected disaster causes a 
partial or complete shutdown. Fire, windstorm, explosion, riot and 
other insurable hazards can be covered by Hartford 

Business Interruption Insurance. 


Have your customers call their Hartford Fire Insurance 
Company Group Agent or their insurance broker for 
details about this important, low-cost form of 

“income protection.” 


Year in and year out you'll do well with the 


Hartford 


Hartford Fire Insurance Company 

Hartford Accident and Indemnity Company 

Hartford Live Stock Insurance Company 

Citizens Insurance Company of New Jersey ... Hartford 15. Connecticut 
New York Underwriters Insurance Company ... New York 38, New York 
Northwestern Fire & Marine Insurance Company 

Twin City Fire Insurance Company... Minneapolis 2, Minnesota 





11 








is limiting its activities to the handling 
of mortgages insured either by the Fed- 
eral Housing Administration or the Vet- 
erans Administration. In the future, Mr. 
Colean said, ICMC might cover the en- 
tire mortgage field. 

Fanny Mae common. Meantime, steps 
are being taken to broaden the market 
for common shares of the Federal Na- 
tional Mortgage Association, the Fed- 
eral government’s mortgage “backstop.” 
Sellers of mortgages to Fannie Mae 
must buy these shares, in an amount 
equal to 3 per cent of the mortgages’ 
unpaid balances. Fannie Mae announced 
that four securities dealers are publicly 
trading its common shares. No bar 
exists to such trading of Fannie Mae 
stock, but until recently there had been 





little over-the-counter activity evidenced. 

In the past few weeks, however, a gov- 
ernment securities dealer, C. F. Childs 
and Company, Chicago, Illinois, has been 
actively soliciting tenders of Fannie Mae 
stock. In letters to holders, the firm 
noted that it wanted “‘to make a market” 
for the stock and offered a bonus of $5 
per share, or $1,000 to anyone offering 
to sell the biggest block at the lowest 
price. The company said it received tend- 
ers for 5,187 shares at prices ranging 
from $56 to $100 a share. This was not 
enough, it added, to develop the market 
it anticipates for the stock in the im- 
mediate future. 

Other agencies already known to be 
“dealers of record’ in Fannie Mae com- 
mon are the New York City firms of 














throughout 
California! 


Consult. » e CALIFORNIA'S 


STATEWIDE INDEPENDENT BANK 


AND TRUST COMPANY 


Member Federal Deposit Insurance Corporation 
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| in mortgage foreclosures 


Housing Securities, Inc.; Salomon Broth 
ers and Hutzler; and William E. Pollock 

Dividend rate on the approximate 32, 
000 shares of $100 par non-voting Fan 
nie Mae stock now outstanding is lim 
ited to 5 per cent. But spokesmen poin 
out that the association recently de 
clared its first dividend, 17 cents a shar: 
to be paid April 16 to holders of recor: 
January 31 and February 29. This ac- 
tion, they added, has seen prices of th« 
stock firm a bit from the recent $53 bid 
$60 asked. 
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Real Estate Forecast 

Residential building may be off 100.,- 
000 starts from the 1,300,000 total of 
1955, but total construction in 1956 is 
likely to equal, and possibly exceed, last 
year’s rate with industrial building up 10 
per cent to 15 per cent and commercial 
starts up 9 per cent to 10 per cent, Dr. 
Roy Wenzlick, St. Louis real estate an- 
alyst, recently told more than 1,000 
Cleveland builders and realtors. 

Speaking under the auspices of the 
Society for Savings in the City of Cleve- 
land, Dr. Wenzlick, one of the top au- 
thorities in the field, predicted that: (1) 
cost of construction may edge up slight- 
ly; (2) there will be no sizable increase 
during the 
year; (3) there is likely to be some re- 
laxing of the mortgage lending regula- 
tions to finance the great volume of 
construction in sight; and (4) the latter 
half of the year may even develop some 
inflationary tendencies. 

“If we can keep up at a conservative 
rate in our new building pattern in the 
next five or six years,” he added, “I 
think from then on we are pretty safe, 
because the rapid increase in the num- 
ber of persons reaching marriageable 
age will tend to create a housing short- 
age at that time that will be acute, and 
will bring on a tremendous building 
boom and a tremendous inflation in real 
estate. 

“TI think our whole problem,” he said, 
“is to try to handle ourselves so well 
during the period between now and let’s 
say the early sixties that any readjust- 
ment that we have in the real estate field 
will be minor rather than major.’’ 

Copies of the talk can be obtained 
from the Public Relations Department, 
Society for Savings, 127 Public Square, 
Cleveland 14, Ohio. 
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Exchange Displays 

Along with individual brokerage firms, 
the nation’s stock exchanges have )e- 
come much more ‘‘merchandising 
minded.” 

A new example of this is the perma- 
nent exhibit space being made availa’ le 
by the Midwest Stock Exchange, (hi 
cago, for its listed companies. Locaied 
in the lobby of the Exchange, 120 5 
LaSalle Street, the space can be utilized 
for three-week periods. A receptionis‘ is 
stationed at the display to give out /'t- 
erature and answer inquiries about i/ie 
exhibiting companies and the Midw:st 


| exchange. 


Jerome H. Stone, left, executive vii °- 


Burroughs Clearing How * 











Cte NE atin OC la Ri aes ai 











n- 
0 


u- 


he 


nd 
ng 
eal 


‘id, 
ell 
t’s 
iSt- 
eld 


1ed 


re, 


ms, 











Sout eg Rte catheter ear 


ee eed 








MIDWEST 


ex t 
HIBIT Space FOR ustep COMPANIES 








Exchange firms exhibit wares 


president of the Stone Container Corp., 
is pictured above showing features of 
the firm’s exhibit to George Barnes, 
board chairman of the exchange. 


Financial Bargain 


Financial firms across the country 
have long prided themselves on their 
practice of loaning money to civic enter- 
prises at the lowest interest rates pos- 
sible. Few, however, can boast the civic- 
mindedness exemplified by the First 
National Bank in Yonkers, New York, 
which for many years has supplied the 
City of Yonkers with ready cash at the 
meagerly rate of one-tenth of one per 
cent a year. 

As in most municipalities, the City of 
Yonkers asks for bids from banks and 
banking syndicates on short term bonds 
or notes to acquire money for needed 
projects. The First National Bank has 
made it a practice to “land” this busi- 
ness by submitting the one-tenth of one 
per cent interest figure, which no other 
bidders have been willing to meet. This 
is understandable, for most banks can 
not realize a profit unless they charge 
many times that amount. 

First National, of course, does not 
seek a profit from this source, but bids 





for the business as a way of indulging | 


civic helpfulness. However, it has also 


v the bank. Details of each loan 
sually ripple across the country, win- 
ing comment from financial leaders and 
vawing envy from governments every- 
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Investment Course 
Innovation 


The first educational institution to 
offer an accredited college course de- 
voted ‘exclusively to mutual investment 
trusts is the Bernard M. Baruch School 
f Business and Public Administration, 

branch of the College of the City of 
Sew York. This semester an evening 
surse on “Investment Companies” is 
sing offered; heretofore the subject has 

‘en available for study only as part of 
eneral investment courses. 
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GENT! 
FOR QUALITY PROPERTY INSURANCE, SEE YOUR HOMETOWN A 


how to pick your 
property Insurance agent 


ow 


Naturally, you want the best protection you can 
get for your home, your car and your business. 
The first step—and most important one—is to 
pick the right agent or broker! 


There are some guideposts to help you. 
Here's what you should look for: 


1) Is he an independent businessman? 
2) Does he represent the company you want? 
3) Will he give you personal, interested service? 


On all these counts, and many more, you'll find that your local agent of 
The Home Insurance Company measures up to the highest standards. 
You'll find, too, that it’s wise to buy the best—the combination of 
quality insurance provided by The Home and quality service and 
advice offered by your Home agent. Why not see him today? 


THE 


ORGANIZED 1853 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE * AUTOMOBILE «+ MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented by over 40,000 independent local agents and brokers 
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(sood turn for machine tools 


Read how banks help America’s toolbuilders create 
the machinery for mass production. 


This is a picture of a man and a ma- 
chine—working on a way of life. 

The material is metal, inert and un- 
formed. But shaped with a craftsman’s 
skill and turned to a tolerance finer 
than an eyelash, it becomes a machine 
tool. On the assembly line it will be an 
instrument indispensable to mass pro- 
duction and irreplaceable in the Amer- 
ican economy. 

That’s a pretty big bouquet to toss 
any industry’s way. But look at the 
facts. 

Handmade items come high. To 
make them at prices people can afford, 
you must have machines. Only ma- 


chine tools can make machines, and 
once you make a machine, you can put 
it to work manufacturing products for 
lots of people. 

There you have mass production 
and the open secret of American 
abundance. It goes without saying 
that commercial banks get behind the 
machine-tool industry when cold cash 
is necessary. Moreover, banking and 
machine tools have something in com- 
mon that’s awfully important to you 
and every other American. 

Both take raw materials . . . one 
metal, the other money and credit, 
and turn them into instruments for the 


















national good. In plain language, the 
machine-tool people put machines to 
work and thereby create jobs. The 
bankers put money to work, and wher- 
ever money works you can be sure 
men and women work, too. 

The Chase Manhattan Bank of New 
York, first in loans to American in- 
dustry, is proud of the contribution 
commercial banks are making to the 
progress of our country. 


THE 
(CHASE 
MANHATTAN 
BANK 


(MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION ) 


(One of a series of advertisements appearing in New York City newspapers) 
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Consumer Credit: Tall and 
Vigorous, but Worrisome 


Last month at the annual National 
Instalment Credit Conference of the 
American Bankers Association in St. 
Louis the speakers on the platform and 
the delegates gathered in the halls and 
at panel discussions talked about con- 
sumer credit much in the way a father 
does about an adolescent youth suddenly 
grown tall and vigorous, but at times 
more than a little worrisome and even 
unmanageable. Gone was the _ strong 
undercurrent of caution that prevailed 
at the conference of only a year ago. 
In its place was an air of conviction 
on the part of the speakers from banking 
and industry, and the more than 1,500 
bank officers present, that consumer 
credit can be “brought up” to play its 
new and important role in the Family 
Economic in ways that will foster pride 
rather than disappointment, growth in- 
stead of grief. 

Survey shows size. What a “strapping 
youth” consumer credit had become by 
the end of last year was shown in a 
14-page graphic survey of trends sup- 
plied to the delegates even before the 
conference was opened. Among some 28 
graphs that analyzed instalment credit 
from numerous angles were those, for 
example, that showed: 1. The $27.9 bil- 
lion in instalment credit outstanding at 
the end of 1955 was almost thirteen times 
as large as in 1944, and the increase in 
1955 alone was more than twice the total 
outstanding in 1944. 2. Automobile 
paper accounted for 51 per cent of the 
total, followed by 23 per cent for paper 
based on other consumer goods, personal 
loans, 20 per cent, and modernization 
loans, 6 per cent. 3. Commercial banks 
recorded a substantial gain of $1.7 bil- 
lion of instalment credit in 1955, com- 
pared with a decline of $0.4 billion in 
1954 and a gain of $1.5 billion in 1953. 
4. At the close of 1955, the bank port- 
folio of instalment credit was distributed: 
autombile paper, 49 per cent; other con- 
sumer goods paper, 20 per cent; per- 
sonal loans, 18 per cent; and repair and 
modernization loans, 13 per cent. 5. In 
each month of 1955 the delinquency rate 
was below the level of the corresponding 
months of the previous year. 

Bank influence on credit. The keynote 
to the 3-day discussion touched upon 
“keener competition and increased re- 
sponsibility” in the days ahead, and was 





COVER PICTURE 


From left, just before instalment 
conference opened: Louis J. Asterita, 
A.B.A. deputy manager; Carl A. Bim- 
son, chairman, Instalment Credit 
Commission; and his predecessor, 
Philip Woollcott, president, The Bank 
of Asheville, North Carolina 
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More than 1,500 attended the A.B.A.’s 15th annual Instalment Credit Conference 


Hear varying viewpoints on restraining consumer credit 


sounded by Carl A. Bimson, chairman 
of the Instalment Credit Commission. “In 
1956,” he said, “we are likely to see even 
keener competition for the consumer’s 
dollar, since there is obviously not enough 
business to satisfy everyone. Recent 
announcements by certain trade associa- 
tions indicate their members plan 
increased emphasis on instalment credit 
in 1956 to move more merchandise.” 

Mr. Bimson, who is president of the 
Valley National Bank, Phoenix, Arizona, 
went on to say that in the face of what 
may be increasing pressures to further 
liberalize credit terms, banks should not 
lose sight of their responsibility in main- 
taining reasonable credit standards. The 
commercial banks, he said, can exert 
directly a great deal of influence on the 
type of credit terms extended, by main- 
taining a policy of proper down payments 
and short enough maturities to enable 
the borrower to create and maintain an 
equity in his purchase. The same influ- 
ence can be brought to bear indirectly, 
he added, by reviewing the credit poli- 
cies of financing companies to which lines 
of credit are extended. 

“There is no reason why we should not 
set certain minimum credit standards 
that we would expect companies to which 
we are extending a line of credit to 
adhere. Unfortunately, though, in some 
instances, bankers have been among the 
worst offenders in granting extremely 
liberal terms.” 

Government regulation. In discussing 
government regulation of consumer 
credit, Kenton R. Cravens, president, 
Mercantile Trust Company, St. Louis, 
said, “Several years ago, 18 months was 
the limit on automobile paper, now 36 
months is common. It is possible to argue 
that the longer terms ‘indicate credit 
abuse, but it might be equally valid to 
claim that the increased experience with 
the risks and loss of consumer credit 
have justified the longer terms.” 


Mr. Cravens continued by saying that 
if a finance company wishes to take the 
risk of using consumer credit terms to 
sell cars, there is no reason why the 
government should attempt to protect 
the company. It is clearly a business risk, 
he said, and should be treated as such. 

“The question of abuses of credit is 
not one which the government can decide 
by regulation,” he continued. “It is rather 
one which you, in making loans, deter- 
mine.” 

Challenge to management. One speak- 
er, J. P. Dreibelbis, senior vice-president 
of the Bankers Trust Company, New 
York City, said that one of his impres- 
sions on the consumer credit problem was 
that all too generally there is a gap 
between the top management of the bank 
and management of the instalment loan 
portfolio. 

Said Mr. Dreibelbis, “I wonder if the 
favorable situation reflected in the sta- 
tistics on delinquencies, loss ratios, re- 
possessions, etc., all of which, it seems 
to me, go hand in hand with the lush 
economy we have enjoyed, has not con- 
tributed to some disregard of other fac- 
tors, and more precisely, to some dis- 
regard of the overall impact of this type 
of credit on our economy.” 

The fact that 1955 was a period in 
which credit restraint was being gen- 
erally accepted and practiced in all sec- 
tions except that of consumer credit, he 
added, would seem to support the thesis 
that there is a gap between top man- 
agement and the instalment credit 
department which banks should work 
toward closing. 

Viewpoints on auto credit. In _ his 
speech, Arthur Bruen, assistant treas- 
urer, American Motors Corporation, 
Kenosha, Wisconsin, urged bank officers 
to check on individual credits rather than 
rely on dealer endorsement. “Requiring 
the dealer to endorse automobile paper 
on marginal risks,” he said, “does not 
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improve your credit one iota; it merely 
transfers a built-in abnormal risk from 
one set of books to another. Usually, it 
transfers the risk to the set of books that 
is less well equipped to handle it.” 

Charles P. Fiske, executive vice-presi- 
dent, General Motors Acceptance Cor- 
poration, told the delegates that cus- 
tomers’ equities in G.M.A.C. credit out- 
standing are generally on a sound basis. 
“Although the term on new car financing 
has increased in the past year and a half 
from an average of 241% months to 28 
months,” he said, “it has made for a 
stable monthly instalment during a 
period when the cost of the car has 
increased somewhat due to new auto- 
matic equipment and slightly higher 
prices. There is a margin of safety in 
the fact that average monthly payments 
on G.M.A.C. contracts have been almost 
stationary for four years, at about $80 
on new cars and $47 on used cars, while 
average disposable incomes have been 
increasing.” 

Trend in TV, other appliances. Ross D. 
Siragusa, president of the Admiral Cor- 
poration, Chicago, predicted a very 
favorable economic climate in 1956 in 
which both the appliance and TV indus- 
tries will do very well. His forecast in 
part, he said, was based upon a “truly 
revolutionary development that is now 
under way.” 

“This year is going to see the advent 
of personal TV,” Mr. Sirogusa said. “By 
the use of printed circuit boards and 
automation, portable TV sets can be 
made which are extremely compact and 
weigh only a fraction of the lightest 
conventional receiver now in produc- 
tion. 

“The new personal TV will make it 
possible for the first time for the average 
family to have not one set, but three or 
four, and TV will become as accessible 
and convenient in the average home as 
radio has been for so many years.” 
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Vital Questions Discussed 
at Savings-Mortgage Meet 


Are commercial banks doing all they 
can to develop the savings potential of 
their business, or are they allowing 
savings to be diverted to non-banking 
institutions as a consequence of their 
own inertia? Would it be practical to 
segregate the savings departments of 
commercial banks by creating a sepa- 
rate entity, a “commercial savings unit,” 
thus to enjoy substantially the same tax 
treatment accorded mutual _ savings 
banks? 

These two thought-provoking questions 
were posed at last month’s annual sav- 
ings and mortgage conference of the 
American Bankers Association in New 
York City. The presence of more than 
1,000 bank officers from all parts of the 
country indicated a keen interest in the 
subject. 

“Commercial savings unit.”’ One of the 
principal speakers, Earl B. Schwulst, 
president of The Bowery Savings Bank, 
New York City, said that he for one 
thought there is both room and need in 
the country for the several distinct types 
of banking institutions now operating, 





EARL B. SCHWULST 


Proposes new savings concept 


and that the obliteration of the func- 
tional lines separating those types would 
be neither in the interest of the institu- 
tions nor the public. 

“As an alternative,” Mr. Schwulst said, 
“T suggest we explore the practicability 
of creating within the commercial banks 
a separate entity, which I shall call a 
‘commercial savings unit,’ and accord 
this unit substantially the same tax 
treatment as a mutual savings bank 
enjoys.” 

Mr. Schwulst went on to say that the 
true thrift deposit, whether it be in a 
savings bank or in a commercial bank, 
should be treated without discrimination 
from a tax standpoint. By true thrift 
deposit, he said he meant the type of 
deposit which by state law a savings 
bank is entitled to accept, and those sav- 
ings deposits in commercial banks which 
are defined with great precision in Regu- 
lation Q of the Federal Reserve Board. 
Not included, he added, were those time 
deposits in commercial banks made by 
profit-making corporations or govern- 
mental units. 

“If we create a separate commercial 
savings unit within the commercial bank, 
segregate its assets and earnings, give 
it the same investment powers as a sav- 
ings bank in the same state, and the 
same deposit limits, and for all practical 
purposes, operate it as an independent 
organization, there is no apparent rea- 
son why it should not enjoy tax treat- 
ment comparable to a mutual savings 
bank. It would, of course,” Mr. Schwulst 
continued, “be necessary to continue to 
apply the tax against that portion of the 
earnings of the savings unit out of which 
the dividends to stockholders are paid.” 

Mr. Schwulst said that such a separate 
entity within the corporate structure of 
a bank is not novel in the industry, inas 
much as for some years the life insuranc« 
departments of mutual savings banks in 
New York State have been operated on 
such a segregated basis, and have been 
taxed under different provisions of the 
Internal Revenue Code. 

“A better job.” A great many banks, 
A.B.A. President Fred T. Florence told 
the group, “can and should do a much 
better job in promoting regular and sys- 
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ematic savings, in part by paying a 
nore reasonable rate of return on sav- 
ings deposits.” Under a structure of 
interest rates that is markedly higher 
than that which prevailed in the 1930’s 
and ’40’s, the return paid to the saver 
is a vital factor in the intensely competi- 
tive race for savings business, said Mr. 
Florence, president of the Republic 
National Bank of Dallas. 

“Some of our banks have not recog- 
nized this fact, and have assumed that 
they are unable to compete for savings 
either by rate or service,’ Mr. Florence 
asserted. “These banks must realize that 
the conditions of the highly flexible credit 
structure of today demand a realistic 
appraisal of policies and attitudes in this 
important field.” 

“The checking account customer,” he 
continued, “who has received prompt, 
courteous and accurate service, the bor- 
rower who has been accommodated in a 
sound banking manner, the safe deposit 
customer, the trust customer — all are 
likely to give their commercial banks their 
savings business if they have been ac- 
corded treatment they deserve in other 
departments of the bank and are offered 
a reasonable rate of interest.” 
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New York Banks Raise 
Special Check Service Fees 


On the first of this month, boosts in 
monthly service or maintenance charges 
on special checking accounts went into 
effect at two large New York City banks. 
In both cases, increased cost of checks, 
statement forms, bookkeeping and other 
servicing items was cited as the reason 
for the higher charges. 

The two banks, Bankers Trust Com- 
pany and Chemical Corn Exchange, both 
upped the special check service charges 
from 25 to 50 cents a month, with the 
purchase price of single checks remain- 
ing at ten cents. In announcing the 
action, Bankers Trust pointed out that 
the increase was the first one since 1950, 
although servicing costs in general have 
risen steadily. Chemical Corn, giving the 
same reason, also said that a part of its 
increase will be due to a switch from 
quarterly to monthly statements for spe- 
cial account customers. 

At the first of the month also, several 
other New York City banks’ were 
expected to “follow suit” in raising spe- 
cial checking account service charges. 
These banks included the First National 
City and the Manufacturers’ Trust, 
respectively the third and fourth largest 
banks in the country. 


. 


Meanwhile, a survey made by the New 
York State Bankers Association dis- 
ciosed that among commercial banks in 
that state, the price of individual special 
checks ranged from 5 cents to 20 cents 
ach, with most banks at the 10 cent 

ite. The survey showed also that month- 

maintenance charges range from 15 

nts to 50 cents, with most banks 

‘arging 25 cents. 

The N.Y.S.B.A. survey also indicated 

iat in New York’s five boroughs, 25 
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HAMMERMILL LEDGER'S TWO 
SPECIALIZED FINISHES help keep 


your bookkeeping straight! 


HETHER you do your accounting in pen and ink or by machine, 

there is a specially designed Hammermill Ledger finish made 
for you. For bookkeeping machines, Hammermill Ledger’s “Posting 
finish” won’t slip on the platen—keeps the paper straight in the 
machine, keeps the entries aligned. 

Hammermill Ledger’s “Ledger finish” makes for the clean, neat, 
legible figures in pen and ink you need for easily read records. 
Both finishes are watermarked and both have a firm, level surface 
that takes crisp ruling and printing. 

Both finishes are glare-free with soft colors to reduce eye strain 
and fatigue. This kind of paper helps your bookkeepers work 
faster and more accurately. 

You'll be pleased with the long-life and rugged strength of 
Hammermill Ledger. It’s made to stand up under years of han- 
dling. Write now, on your business letterhead, for free samples. 
Hammermill Paper Company, 1503 East Lake Road, Erie 6, Pa. 
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shipping facilities 
in America’s largest 
inland river port 


. handling 45,000,000 tons of 
freight annually. More tons per 
vear than either the Suez or 
Panama Canals. 

A combined rail, truck and 
water-borne tonnage greater 
than in any other industrial 
area in the world. 
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B forall your Pittsburgh 
| correspondent needs 


Peoples First National offers 
specialized facilities to banks with 
interests in the Pittsburgh area. 
Take advantage of the more than 
20 correspondent services which 
are available at Peoples First. 

If you are thinking of a Pitts- 
burgh Correspondent, let us dis- 
cuss your particular needs. 


{ 
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PEOPLES 
| FIRST 





PEOPLES FIRST 

| NATIONAL 
BANK & TRUST COMPANY 
Correspondent Bank Department 


Pittsburgh 30, Pa. 


Member Federal Deposit Insurance Corp. 
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| Top 25 U.S. Savings and Loan Associations 
Position Total Assets—December 31, 1955* 
2 dome Gevines & Leow Aowm, Low Aopeles.....................--.22..< noose ccs $300,084 | 
2 Coast Federal Savings & Loan Ass’n, Los Angeles......0.0000000.00.....02200000000.--ceeeeee 220,944 
3 Perpetual Baliding Ass'n, Washington, D. C.......................-.c.ccc.ccc..ccccccciccecscccccee 217,265 
4 Twin City Federal Savings & Loan Ass’n, Minneapolis........................0........... 216,928 
5 First Federal Savings & Loan Ass’n, Chicago..........0..0......2222000.00cccccceeeeeceeceeee 179,106 
6 First Federal Savings & Loan Ass’n, Detroit......................000ccccccccccceeeceeceeceneees 163,623 
7 First Federal Savings & Loan Ass’n, Miami, Fla..............2022...0200.220000220:--ec0ee 161,534 
8 Talman Federal Savings & Loan Ass’n, Chicago............. naitabensnlsahlgh sc cceeack ates 156,729 
9 Farm and Home Savings & Loan Ass’n, Nevada, Mo..............---....00000000......---- 156,334 
10 Pacific First Federal Savings & Loan Ass’n, Tacoma, Wash............................. 155,458 
11 Carteret Savings & Loan Ass’n, Newark, N. J...............2-20c-ccccccececececeesecceeeceeees 154,219 
ee ee I I a ncaa ssn cccccccccccesessincnncsctnn 154,136 
13 County Federal Savings & Loan Ass’n, Rockville Centre, ee 152,989 
14 California Federal Savings & Loan Ass’n, Los Angeles.......................2........--.- 151,902 
15 Baltimore Federal Savings & Loan Ass’n, Md..........2...............:c-:cceceeceeecceeeeeeees 143,213 
| 16 Great Western Savings & Loan Ass’n, Los Angeles......................-.---c2-.--e-0-e0e+ 128,305 
| 17 Glendale Federal Savings & Loan Ass’n, Glendale, Calif.............00.0000......... 125,188 
1 Weems os ets i nase ncceccastccesstccsaeecng 122,423 
19 Worcester Federal Savings & Loan Ass’n, Mass.. Sele cree ee . 121,948 
20 West Side Federal Savings & Loan Ass’n, New York, .Y EEL eR Pe 112,103 
21 First Federal Savings & Loan Ass’n, St. Petersburg, Fla.........00000000000.0000000000.. 110,520 
22 Minnesota Federal Savings & Loan Ass’n, St. Paul... eee 106,392 
23 Old Colony Co-operative Bank, Providence, R. [....2.0...000..0000.20000000coee cence 105,556 
24 First Federal Savings & Loan Ass’n, New York.....002220020000000000000.occccceccccceceeeeeeeee 103,726 
25 Atlanta Federal Savings & Loam Aaw’m, Gaia... cscccccccecsnccccssnsecsscoosee 98,820 
* 000 omitted 











The number of $100-million institutions rose by one-third in 1955 


banks offered special checking accounts. 
The accounts in force numbered 950,000 
with more than $200 million in deposits. 
A significant disclosure of the survey 
was that, while special checking accounts 
represented 52.3 per cent of all check- 
ing accounts numerically, they repre- 
sented only 1.3 per cent of the total dol- 
lar volume of all demand deposits in 
New York City. 

The study was very extensive and was 


_ made by the association’s committee on 


| National 


bank management and research, the 
chairman of which is Roland T. Fitch, 
vice-president and comptroller, Lincoln 
Bank and Trust Company, 
Syracuse. The results of the study are 
now being tabulated by group and by 
practices, and the findings are expected 
to be ready for distribution to N.Y.S.B.A. 
member banks this month. Non-members 
may inquire about getting copies of the 


| survey by writing to the N.Y.S.B.A. at 33 





Liberty Street, New York 5, N.Y. 
 ¢ 


Savings-Loan Growth; 
Industry’s 125th Year 


Total assets of the nation’s 100 largest 
savings and loan associations all revealed 
impressive gains during 1955. The sharp- 
est rise, however, was registered by the 
Home Savings and Loan Association of 
Los Angeles, California, which showed 
assets of $300,084,000 on December 31, 
1955, compared with only $241,885,000 a 
year earlier, according to a compilation 
of the United States Savings and Loan 
League, Chicago, Illinois. 


The Los Angeles institution, in beeom- 
ing the first savings and loan association 
to top the $300-million level, easily main- 
tained its first-place ranking, holding a 
near $80-million edge in assets over the 
second-place Coast Federal Savings and 
Loan Association, which is also head- 
quartered in Los Angeles. 

Other highlights of the study included 
the entry of two new members into the 
“Top 10;” the Talman Federal Savings 
and Loan Association of Chicago, IIli- 
nois, moved from 12th place in 1954 to 
8th place at year-end, while the Farm 
and Home Savings and Loan Associa- 
tion of Nevada, Missouri, rose to 9th 
spot from 11th place a year earlier. 

On December 31, 1955, the survey 
revealed that there were 24 savings and 
loan associations with assets of more 
than $100-million compared with only 
18 in this class on December 31, 1954. 

The above listing shows the assets of 
the top 25 savings and loan associations 
and their comparative positions at the 
end of 1955. 


5 


This month the savings and loan busi- 
ness will launch a month-long observance 
of the 125th anniversary of the founding 
of the business. Savings and loan assocvia- 
tions throughout the country will cele- 
brate the event with exhibits, displays 
and dress reminiscent of the United 
States in 1831, the year the industry was 
founded in Frankford, Pennsylvania. 

In announcing the anniversary, Walter 
H. Dreier, president of the United States 
Savings and Loan League, commenied 
on the phenomenal growth of the s:v- 
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To help you in making sound decisions on your com- 
mercial loans, we have what we believe is the greatest 
body of specialized information available. It goes far 
beyond printed information. It is intimate, firsthand 
knowledge of markets, plants and processes, gathered 
by our officers in the field. 

All this began back in the early 1900’s with a simple, 
but new, organizational idea. Instead of assigning groups 
of lending officers in the Commercial Department to 
geographical territories, they were assigned to Divisions 
handling small groups of related industries. 


In the years since, officers in each one of those Divi- 


sions have handled financing for their group of indus- 
tries alone. So, because each Division specializes, its 
officers get to know their industries intimately. 

The services of each and all of these Divisions are 
available to our correspondents through our Division 
F, which specializes in bringing what we have learned 
—to you. 

This is only one of the many correspondent services 
of The First National Bank of Chicago. If you would 
like to talk over all these services, just write, wire or 
phone. A Divisional specialist from The First will call 
on you—at your convenience. 


Epwarp E. Brown, Chairman of the Board 
James B. Forcan, Vice-Chairman Homer J. Livincston, President Watrer M. Heymann, Executive Vice-President 


Huco A. AnpErson, Vice-President 
Guy C. Kippoo, Vice-President 


Gay orp A. FREEMAN, Jr., Vice-President 
HERBERT P. Snyper, Vice-President 


& The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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"ROUND First National City - 


Transit Service 


One of the big advantages a First National City correspondent enjoys 
is ’round-the-clock transit service—a service that cuts float time to a 
minimum and ensures maximum use of available funds. 


Every day, 24 hours a day, First National City’s transit department 
specialists work at top speed to serve correspondents. Our method of 
handling correspondent problems is to use airmail, special delivery 
and other methods of making the transit process work as fast as 
possible. 


We'd like to tell you more about how this fast and efficient transit 
service can help you. Why not call on us today? 


OUTGOING 
items are speeded 
by direct sendings 
and a unique 
"round-the-clock 
‘‘depot delivery 
service” —two real 
First National City 
“plus factors” that 
assure faster pres- 
entation of checks. 


NEW DELIVERY SERVICE for airmail and 
air express shipments from correspondents 
speeds check collections. Through the co- 
operation of New York Clearing House and 
Postal Transportation Service, First National 
City cuts a day or more from float time. 


The FIRST 
NATIONAL CITY BANK 
of New York 


Head Office: 55 Wall Street, New York 
66 Overseas Branches, Offices, and Affiliates « 73 Offices in Greater New York 
Around-the-clock Transit Service « Collections e« Credit Information 
Bond Portfolio Analysis « Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds « Participation in Local Loans 
Personalized Service « World-Wide Banking Facilities 
Complete Metropolitan New York Offices Coverage 


Member Federal Deposit Insurance Corporation 








ings and loan business in the past decade. 
“In the past ten years,” Mr. Dreier said, 
“the savings and loan associations have 
increased their savings by $24.8 billion. 
They have also boosted the proportion of 
the homes they finance each year from 
30 to almost 40 per cent, cementing their 


| lead as the nation’s biggest mortgage 


lenders.” 
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Advertising Budgets 
at All-Time High 


The nation’s commercial banks are 
expected to spend a record $82-million 
on advertising during 1956, almost $10- 
million more than in 1955, and nearly 
four times the $22-million outlay of 1946, 
according to a recent survey by the 
advertising department of the American 
Bankers Association. 

About 3,117 commercial banks turned 
in questionnaires indicating what they 
will emphasize in their advertising this 
year, what media will be used, and the 
actual amount budgeted for advertising 
for the year, said G. Edwin Heming, 
manager of the department. 

Savings and thrift services will receive 
the greatest emphasis in budgets this 
year, he added, marking the fifth con- 
secutive year that it has had priority. 
This is a considerable contrast from 1946 
when savings ranked in tenth place in 
emphasis. A total of 2,175 replies listed 
savings in either first, second, or third 
place as the subect to be stressed most. 

Following savings, banks will empha- 
size regular checking accounts, auto 
loans, banking by mail, personal loans, 
farm production loans, mortgage loans, 
repair loans, institutional advertising, 
special checking accounts, safe deposit 
service, farm equipment loans, business 
loans, trust services, home appliance 
loans, life insurance loans, and educa- 
tional advertising in that order. 

Newspapers will continue to be the 
number one medium, with 2,656 banks 
reporting newspapers as their first, sec- 
ond or third choice of communication 
media. Next in importance will be direct 
mail, followed by calendars, radio, spe- 
cialties, window and lobby displays, out- 
door billboards, movie theaters, televi- 
sion, and then bus and car cards. 

The overall analysis revealed that 58 
per cent of the reporting banks have 
hiked their advertising budgets above 
last year’s level, 33 per cent have held 
to 1955 outlays, and only nine per cent 
are thinking of spending less. 
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Microfilm Enlargements 


A new type of copying machine that 
makes enlargements from microfilm up 
to 11-inch width has been developed by 
The Haloid Company, Rochester, New 
York. The machine is called the Xerox 
Copyfio Continuous Printer and has been 
put into operation in a new xerographic 
processing laboratory set up by the 
Haloid company in Chicago. 

The machine employs the dry, eleciro- 
static principle of xerography to print 
from either 16 or 35 mm film. It taxes 
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re 
on : 
o ff When you sell your customers National City Bank Travelers Checks 
ly & Speedy microfilm reproduction they’re assured of safe spendable funds on any trip, near or far. 
6, Instantly recognized around the globe, NCB Travelers Checks buy goods 
he §f film that is perforated or unperforated, and services like cash...but unlike cash, their value is fully refunded 
‘1 and reproductions are made from either if they are lost or stolen. When you sell these well known checks you 
d positive or negative film, but not when | perform a real service by helping your clients to simplify their travel 
a intermixed. Enlargements range from 7 fund problems. You’re protecting their money away from home just as 
ie to 24 times original film size. — ' you protect their valuables in your safe deposit vaults, 
In addition to reproducing bank 
he checks, the machine is already being You perform a service to your own bank too, for selling NCB Travelers 
ng used to make many other types of repro- Checks means extra profits for you because you keep the entire selling 
* ductions, such as contracts, patents, commission—%4 of 1%. NCB Travelers Checks, famous for over half a 
i mortgage ledger cards, birth certificates, | century, are known throughout the world. 
: etc. In most cases prints are shipped | 
- within 48 hours of receipt of the micro- | 
si film. Jobs involving as many as 6,000 | 
= prints have been handled in three or four | 
in days. at . ot seh WHETHER travelers go by 
ail Price information and other details wy fe lnk, allaten. tan-o6 abt, 
rd may be obtained from ( . Peter McCo- - 2 they find NCB Travelers 
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ec- up by Ben H. Wooten, president, First 
= National Bank in Dallas, Texas. Mr. 
ont Wooten was speaking to a businessmen s CONTINUOUS NATIONAL and international 
pe- luncheon group during a “Know Your advertising in trade and consumer publications 
ut- ’ Bank Week” sponsored by the W ashing- keeps the public aware of the many advantages 
vi- ton State Bankers Association. of NCB Travelers Checks. To enable you to tie in 
The customer of today, Mr. Wooten with this advertising, write for our ready-to-use 
58 said, wants to know whether or not a merchandising kit. 
ave bank is set in its ways—whether or not 
ove its practices and policies are subject to 
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ica made when they said it was beneath Tike. . 
the dignity of a bank to finance an auto- of ; 1Y, Ww York 
j mobile. How expensive that mistake was 5 
and how much it cost us to recapture a 
hat part of that business.” REMEMBER THESE FACTS; 
up Mr. Wooten went on to say that one of 
by the greatest humiliations of a bank officer ; : ala 
lew 4 today is the loss of a good customer to a © You keep the whole selling commission—% of 1% 
ox ) competitor. “ c mistake about it, 
spe . id te. Weeden “econ a. wants to @ NCB Travelers Checks have been sold for over half a century 
shic keep his customers. If anyone here is dis- 
he satisfied in the least with the service he @ Your customers are directed to Buy at Banks 
s receiving, I plead with him to have a 
+r0- ‘vank but friendly talk with his banker, Member Federal Deposit Insurance Corporation 
nt outlining his feelings in their entirety.” 
kes } Mr. Wooten distributed to the group a 
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Bank of New Zealand, Auckland, Office 








Bank of Hawaii, Honolulu, Waipahu Branch 









Bank of Hawaii, Honolulu, Wahiawa Branch 


Use of fine wood distinguishes offices in land of pineapple and sugar cane 


Linea y M. Vedado Branch, Banco de Fomento Comercial, Havana 


Modern new foreign branches that are typical of bank modernizations in many parts of the world 


‘folder, “Ordinary Services of a Bank,” 
which listed 79 separate services per- 
formed by a commercial bank. 
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Bank Modernization 


Overseas 
Banks in many other parts of the 
world, as well as those in the United 


States and Canada, have undertaken 


wide-scale modernization programs in 
recent years. Four such examples are 
the new and renovated branches of the 
Bank of Hawaii, Honolulu, the Banco 
de Fomento Comercial, Havana, and 
the Bank of New Zealand, Wellington. 

Bank of Hawaii. The photos above of 
two new branches of the Bank of Ha- 
waii look almost like duplicates, although 
the Wahiwa branch is in the heart of 
the pineapple country and the Waipahu 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 


A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The “National Shawmut Bank 


40 Water Street, Boston 


To Do 





Member Federal Deposit Insurance Corporation 


branch is in the center of the sugar cane 
area, both on Oahu Island. In the inte- 
rior construction of each branch a large 
proportion of local materials, notably 
the fine woods of the area, were used. 
In the photos, J. Fred Jannsen, fifth 
from the left, manager of the Wahiawa 
branch, and R. F. Lindsey, sixth from 
the left, manager of the Waipahu branch, 
are shown with their staffs. 

Banco de Fomento Comercial. An ex- 
pansive use of glass is a feature of the 
exterior construction of the new Linea y 


| M. Vedado branch of the Banco de Fo- 


| A.B.A. 
| Hotel Reservations 









mento Comercial, while marble was used 
generously in the tellers’ counter and 
other fixtures. Many modern banking 
innovations were incorporated in the 
new branch. The photo above shows the 


| bank’s highly effective arrangement for 


illuminating the bank sign at night. 

Bank of New Zealand. A _ striking 
transformation was made in the interior 
remodelling of the Bank of New Zea- 
land’s Aukland branch, which has oper- 
ated since 1867. A row of check desks, 
each with a chair and shields to insure 
customer privacy, extends through the 
center of the branch lobby. Another con- 
venient feature is a slot receptacle for 
making “quick deposits” when coins and 
currency are not involved. 


A e . 
°56 Convention 


This year the 82nd annual convention 
of the American Bankers Association 
is to be held in Los Angeles, a city that 
is spread over a large area and one that 
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2. Note how cash stays in view of customer 
at all times during transaction. Lid of deposit 
unit is made of clear-view bullet-proof glass. 
It’s counterbalanced for effortless operation. 
Keeps drafts out . . . yet allows customer to 
see everything that’s going on. No chance of 
embarrassing errors ! 


Like to find out more reasons why the Mosler 
Picture Window is America’s finest and most 
practical equipment for drive-in banking? 
Mail coupon for brochure, today! 


IF IT'S MOSLER ... IT’S SAFE 


% Mosler Safe “” 


World's largest builders of safes and bank vaults... Mosler 
built the U.S. Gold Storage Vaults at Fort Knox and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 


1. Notice how customers seem attracted by the modern, 
open look of the Mosler Picture Window . 
seems to put them at ease. And note how obviously both 
customer and teller appreciate the convenience made 
possible by Mosler’s ingenious deposit unit, which slips 


What 29 seconds in front of the new 
Mosler Picture Window will show you 





. . how it 
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3. Note how teller has 100% usable counter 
space inside window for change machines 
and other equipment. There is no space- 
wasting cut-away in the counter... no 
‘‘angled-in” counters that leave tellers with 
skimpy work area. Two big cash drawers are 
located below counter for coins, bills, storage. 





out at the touch of a single push-button . . . and opens 
its own cover to allow straight-in access of customer’s 
hand. This is the most easily accessible unit of its kind. 
Most wind-resistant and safe, too. No checks and money 
blowing away. No risk to customer’s hand, 
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4. Note the completely new 2-way communi- 
cations system which makes conversations 
possible in normal tones, while teller’s hands 
are free at all times and vision is unobstructed. 
Microphone and speakers are above eyes 
level. Window has optional defrosters, too, 
which keep glass clear during winter. 




















I a7 _ THE MOSLER SAFE COMPANY, DEPT. BC-14 

| _ 320 FIFTH AVENUE, NEW YORK 1, N. Y. 

| ' Please send me your new full color brochure outlining all the features of 
Mosler Picture Windows For Drive-In Banking, as soon as possible. 

NAME, POSITION 

| BANK 

ADDRESS, 

l CITY ZONE STATE 

Depa em cnpaus ene am ens an an enema enema ene emaemeneall 


































KEEP IT 


FAST+ SAFE 
PORTABLE! 


Add filing space by 
destroying cancelled 
ledger sheets, time cards, 
pay vouchers, and obsolete 





checks, 
W2's, 

papers—in your own office! The new 
“SILVER EXECUTIVE AUTOMATIC" 
Paper Shredder is the only automatic 


feed machine .. . shreds papers into 
unreadable '/4” strips, in just a few 
seconds! The machine is an attractive, 
typewriter-size, portable desk model, 
with full '42 HP motor. Completely 
safe, and easy to operate. Many other 
sizes available, too. 





Ten-Day Trial on any shredder. 
Write today for literature. 


INDUSTRIAL SHREDDER 
Sink Vien 


104 MILL ST., SALEM, OHIO 















DO YOU NEED- 


imitation leather or plastic 
commercial passbooks and 
pocket check cases 


Samples and Prices on Request 


WILLIAM EXLINE INC. 


__ 1270 Ontario Street © Cleveland 13, Ohio 














Exhibit depicted 112 different bank services of Central Trust Co. 


does not have a concentration of hotels 
in the downtown section. In a letter 
reminding A.B.A. delegates of this con- 
dition, the convention hotel committee 
has declared that due to the shortage of 
available downtown hotel space, the com- 
mittee might not be in a position to 
assign the hotels requested in every case. 

However, the committee pointed out 


| that Los Angeles has many good hotels 





in outlying areas and nearby towns, 
such as Beverly Hills, Hollywood, Pasa- 
dena, Santa Monica and Long Beach, all 
within commuting distance from down- 
town Los Angeles. 

The hotel committee’s letter instructed 
all bank officers to apply for convention 
hotel accommodations through the hotel 
committee, and not to apply directly to 
a hotel or Los Angeles bank. “Applica- 
tions will be processed in the order they 
are received, and the hotel committee 
will make every effort to comply with a 
preference for individual hotels which 
are requested. Regardless of prior 
requests for hotel accommodations—to 
the chairman or other members of the 
committee—the official hotel application 
form must be filled in for every reserva- 
tion desired. Assignments will be made 
only from applications properly com- 
pleted. About the first of June, the dele- 
gates whose reservations have been con- 
firmed will be sent instructions covering 
advance registration.” 
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Merchandising Bank 
Services 


Banks interested in promoting the wide 
variety of banking services that are 
available to their customers might want 
to use the display board technique that 
has proved to be very successful at the 
Central Trust Company, Rochester, New 
York. 

As a step in its merchandising pro- 


gram, Central Trust had its exhibit 
made with simulated store shelves on 
which were placed checkbooks, savings 
passbooks, loan and Christmas Club cou- 
pon books, travelers cheques, gift checks, 
a model safe deposit box and other items 
that could be physically shown. Built-in 
pockets below hold pamphlets that 
describe the services, while the right 
hand panel carries a list that enumerates 
the 112 services the bank provides for 
its customers. 

According to William H. Short, vice- 
president, the display has prompted a 
great many customers to use additional 
banking services. The bank, he adds, has 
also noted an increase in the number of 
pamphlets it currently distributes in rela- 
tion to the distribution attained when the 
pamphlets were placed in separate con- 
tainers or grouped together on a counter. 
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Bank-Sponsored Sales, 
Management Programs 


Setting precedents for similar com- 
munity relations projects were the sales 
training program recently sponsored by 
the easy charge department of the Allen- 
hurst (New Jersey) National Bank and 
Trust Company and a management func- 
tion program for small manufacturers 
sponsored by the banks and trust com- 
panies of Grand Rapids, Michigan. 

*“Sellorama.” The Allenhurst Nation- 
al’s program was called “Sellorama” and 
was designed and produced by a nation- 
ally known team of sales training spe- 
cialists. The program’s primary objec- 
tive was to help the Ocean County 
merchants and their employees develop 
constructive attitudes toward their 
stores, their customers and their mer- 
chandise, and develop the skills which 
make good selling a habit. 

“Sellorama” was divided into four one- 
night sessions held a week apart, with 
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There are more bridges across the border 
than you can see 


The Canadian Bank of Commerce has always been 
alert to the importance of active trade relations be- 
tween the United States and Canada—and aware of 
Our Opportunity and responsibility to help Ameri- 
can executives with interests in our country. 


Our Business Development Division and our 
Regional Business Development Departments are 
dependable sources of quick, comprehensive in- 
formation for U.S. firms on all aspects of Canadian 
industry and commerce, and the output of products 
of farm, forest, mine and fishery. They have likewise 
assisted‘many American business organizations to 
find suitable plant and branch locations in Canada, 


THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 


SAN FRANCISCO ° 


LOS ANGELES ° 


to make proper manufacturing arrangements and 
to secure capable sales and other personnel in 
Canada—in addition to providing complete Cana- 
dian banking facilities for U. S. concerns. 


As thousands of our American customers were 
first introduced to us through their own banks in 
the United States, we especially welcome new con- 
nections established in that way. 


For further information on our facilities write to 
the Business Development Division, Head Office, 
Toronto or to our Regional Business Develop- 
ment Departments in Vancouver, Calgary, 
Winnipeg, Toronto, Montreal or Halifax. 
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AND MORE THAN 700 CANADIAN BRANCHES 
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Philadelphia National’s John Kramer calls on 


correspondent banks throughout Pennsylvania— 


and he doesn’t carry that amount in cash. 


What he does carry is authority. The authority to make 


decisions . . . on the spot and in the field... 


and to commit this bank to those decisions. 


| Small 


Action on his part can open the door to PNB’s 


lending limit of up to $6,600,000 on a single loan. 


The correspondent’s customer may be an eastern 
Pennsylvania cattlefeeder, whose requirements exceed his 
own bank’s lending limit by only $5,000. Or it may be 

a mid-state manufacturer who requires, for inventory 
purposes, $500,000 more than his local bank can 

make available. In either instance, as in countless 

others, a correspondent relationship with PNB enables 


the country banker to give his customer a quick ‘“‘yes” 


each session devoted to a specific part 
of the selling program. The enrollment 
cost for the entire program was $2 per 
person, and included a booklet filled with 
practical selling tips. Some of the sub- 
jects treated in the sessions were: the 
importance of selling, a sound plan for 
professional selling, wise use of merchan- 
dise facts, selling points that appeal to 
customers, techniques for closing the 
sale, and methods of building up repeat 
business. 

Program for management. The small 
manufacturers’ seminar sponsored by 
the Grand Rapids Clearing House As- 


sociation marked 2 


the first to be 
held in a city that 
size, according to 
Edward J. Frey, 


y= 


Small 
Manufacturers 
Seminar 


| erating in 





instead of a reluctant “‘no.”’ 


The authority of PNB men like John Kramer brings 
the experience and judgment and cooperation of 

The Philadelphia National to you in the service of 
your customer, right at your desk. It is one of many 
“plus values’”’ from which PNB correspondents benefit. 
We’d welcome the chance to tell you about others— 


and to put them to work for you. 


THE PHILADELPHIA 
NATIONAL BANK 


Organized 1803 « PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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president of the pe eee 
association. Coop- iv tee Submerss omaasmaanint 
the ee 

program were the 
Business 
Administration, 


MEETINGS TO BE HELD 1H ROOM Dh6 


the University of stoe"tourer seroma 


sostwich. NE 





Michigan, and the 
city’s Chamber of 
Commerce. 

The program 
was made up of 
eight two-hour 
evening sessions 
held on successive 
Wednesdays. Its 
subjects included 
human relations, personnel administra- 
tion, working capital management, 
equity capital and credit, accounting, 
marketing, advertising, and a business 
outlook study. An enrollment fee of $30 
per person was made, and the study 
group was limited to 60 registrants. 

Mr. Frey, who is also president of the 
Union Bank of Michigan, said that the 
basic objective of the seminar was to 








Sets precedent 


| broaden the appreciation of business 


functions and of forces which influence 
generally all types of small manufac- 
turing firms. 
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Savings Bond Errors 

The importance of accuracy in issuing 
and redeeming U.S. Savings Bonds was 
recently stressed at a savings bond clinic 
by Arthur G. Langlois, chief of the new 
issue division of the Chicago Federal 
Reserve Bank’s government bond depart- 
ment. The meeting was attended by rep- 
resentatives of Southeastern Wisconsin 
banks. 

United States savings bonds are sold in 
such vast quantities, Mr. Langlois told 
the group, that even an occasional error 
by the issuing or redeeming agency 
causes an enormous problem. For exam- 
ple, the U.S. treasury department, he 
said, finds a daily average of 2,400 
pricing errors alone on bonds redeemed 
by banks. This, he added, requires exten- 
sive correspondence. 

Mr. Langlois told the group that some 
40 million Americans now own $40 bil- 
lion in series E and H bonds, and by 
the end of 1955 the Treasury had received 
almost two billion registered series E 
bond records. Each bond is recorded at 
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Merchants Trust Company of Muncie, Indiana 


Central National Bank and Trust Company of Peoria 


These exhibits stimulated business for local manufacturers, and interest among bank customers 


the bureau of public debt in Chicago, 
both by serial number and by name of 
owner. Since each owner’s holdings are 
filed together, it is essential, Mr. Langlois 
added, that each name and address be 
correct on the applications. 
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Loeal Products Featured 
in Bank Displays 


Banks that have turned their lobbies 
into display areas for local products 
have found that these exhibits are appre- 
ciated by customers and quite often stim- 
-ulate business for the manufacturer or 


organization sponsoring the activity. Two 
midwestern banks provide excellent ex- 
amples of recent displays that contrib- 
uted to the welfare of their communities. 

Eat more meat. The Central National 
Bank and Trust Company of Peoria, 
Illinois, for instance, presented an “Eat 
More Meat” promotion in cooperation 
with the local farm bureau, packing 
houses, stockyards and retail organiza- 
tions. The attractive exhibit featured a 
variety of meats and four weanling pigs. 
Visitors were asked to guess the amount 
of weight the pigs would gain during 
their 14-day stay in the window. Prizes 
were awarded for the correct answers, 
and the packers said that nearly 10,000 





MAKE THEM TRULY PERSONALIZED - 


When Personalized Checks are 
ordered for joint accounts, our copy 
for imprinting frequently reads 
“James C. or Mary A. Morrison” 
or perhaps “Mr. or Mrs. James C. 
Morrison.’’ Such copy conforms, no 
doubt, to the official record at the 
bank, but we submit that checks so 
imprinted are not truly personalized. 
We appreciate that the bank has to 
know who signs with whom, 
otherwise Mary’s checks might be 
charged to some other Morrison. 
And we appreciate also what a 
nuisance it is if cross indexing has 
to be employed. Nevertheless, checks 
imprinted ‘‘James C. or Mary 
A. Morrison’’ just don’t have 
individuality. 


What we would like to do—and, 
as a matter of fact, what we usually 
do unless we are instructed 
otherwise—is to imprint simply 
‘James C. Morrison’’ and gold 
stamp the cover with the same name. 
Then, if Mary signed a check, it 




























would be apparent that she signed 
with James C. If Mary wanted her 
own supply of checks—as indeed 
she should—we would imprint on 
her order simply ‘‘Mary A. 
Morrison,’’ and then over the 
signature line, if specified, we would 
imprint ‘“‘James C. or Mary A. 
Morrison” in order to identify the 
account as it was carried on the 
books. 


By handling the imprinting in this 
manner, either or both could enjoy 
truly personalized checks and 
personalized covers, and the bank 
people would experience no 
inconvenience when sorting and 
posting. So why not sell two orders 
of checks to all joint accounts and 
provide each with individuality? It 
wouldn’t cost any more in the long 
run and each would be using checks 
designed for his or her individual 
needs. Or, if you can’t sell two 
orders, why not just imprint for the 
principal signer? 
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CHECK PRINTERS 
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Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 













people submitted weight estimates. 

The display was housed in the special 
21-by-30 foot exhibit area in the bank’s 
instalment loan department. The space 
is separated from the rest of the office 
by a plastic partition that can be locked 
at night, enabling merchants to use the 
exhibit area after the instalment loan 
department closes, according to R. B. 
Campbell, assistant vice-president at the 
bank. 

Local products display. Early this 
year the Merchants Trust Company of 
Muncie, Indiana, began a program of 
providing lobby space at its offices for 
Muncie-made product displays. By get- 
ting behind and pushing the slogan, 
“What Muncie Makes ... Makes Mun- 
cie,” the bank hopes to increase citizen 
interest in the community and also fur- 
ther its customer relations. 

The displays are changed every two 
weeks and manufacturers can exhibit 
auxiliary displays at branches or rotate 
the complete display through the bank’s 
three locations. 
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Nylon Bags Cut 
Mailing Costs 


The City National Bank and Trust 
Company of Kansas City, Missouri, is 
supplying its correspondent bank cu:5- 
tomers with a new type of remittance 
container, zippered and made of nylon, 
that provides security, convenience and 
substantial savings in mailing costs, 
according to Paul Yates, transit manager 
at the bank. 

He points out that the nylon bag 
weighs only one ounce, permitting cor- 


| respondent bank customers to save six 
| cents per mailing in comparison with 


canvas bags, or nine cents per mailing 
as compared with kraft envelopes. ‘he 
new nylon containers are bright red wit 
City National’s mailing address printed 
in black. Airmail “Loose in Pouch” 
stickers may be pasted directly on the 
nylon bags if desired, Mr. Yates said. 

The new containers have been enthu- 
siastically received by correspondent 
bank customers, he added, particularly 
those remitting large numbers of checks. 
The 13% by 8 inch containers hold up 
to 1,000 checks. 
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A Picture Album of Bank Interiors. New and Modernized 


Ideas in design and construction features from several parts of the country. 




















Bank Building Corporation of America 


Huntington, W. Va. Realistic murals and a specially arranged Victoria, Tex. The new quarters of the Texas State 
coved ceiling give added charm to the new quarters of The Bank are decidedly non-traditional in design. A raked 
Guaranty National Bank. Also featured are large marble ceiling with its high point off center, suspended light 

planters boxes at various points in the lobby fixtures and a massive vault create special effects 














Michigan City, Ind. The black and white contrast of the Bossier City, La. A large recessed mural highlights the 

photo murals in the newly remodeled Merchants National modernized lobby of the National Bank of Bossier City. 

Bank is also carried out in the black-white theme of desks, Hook-on paying-receiving slots and tellers’ busses are 
railings, and tellers’ counter positioned along the. tellers’ counter where needed 

















Cushing, Okla. A panorama of modern architecture is seen in Ashland, Mass. Native pine woodwork and papered 
the free form lobby of the new quarters of the First National walls were used to create an early American motif in 
Bank. The coupon booths above are just inside the lobby the new building of the Ashland Branch, Framingham 
entrance. Draperied walls and “bubble” lights are features National Bank 
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Roanoke, Va. Little was left to mark the “classic old build- Fenton, Mich. A similar transforming of the “old” into the 

ing” after the modernization of The First National Exchange “new” was made at the State Savings Bank of Fenton. New 

Bank. The “new” features spaciousness, lighting, carpeting, lounges, a lunch room, a large planter and other features 
new entrances resulted from the modernization 
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Now Avatilable— 


Collection and 
Letters of Credit 


DEL PERU 





Schedules for Peru 
Send for copies 


These schedules include valuable 
information on local customs and 
practices for correspondent banks, 
firms and individuals. Whenever 
you do business with Peru—collec- 
tions, letters of credit, any trans- 
action—call on this Bank. Staffed 
with experienced personnel, we 
operate 43 offices throughout Peru. 


BANCO INTERNACIONAL 


Head Office - Lima, Peru - Founded 1897 
Capital and Reserves: exceed $./63,000,000 








How Long 


Should Records be Kept? 


this FREE 


lekede) @i-3 ama: 1 f- 


you Now 


available— 
our Manual of Re- 
cord Storage Practice 
with Retention Periods for 
general business and banks. It 
tells a simplified story of record 
procedure and an easy-to-do 
storage plan for inactive records. 
A VALUABLE GUIDE FOR 
EVERY BUSINESS. For your 
FREE copy, clip this ad to your 
letter-head and mail to: 





BANKERS BOX CO., Dept. BCH-4 
720 S. Dearborn St., Chicago 5, Illinois 
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Staff Estate Planning Aid 


The Hanover Bank, New York City, 
recently advised its staff members to 
check the arrangements they had made 
for beneficiaries with the bank’s will 


| review and estate analysis group, in 
| order to effect tax savings in the event 


of pre-retirement death. 

It pointed out that in most cases the 
employee’s salary to date of death, 
income from other sources for the entire 
year, proceeds from the employee’s 
profit-sharing trust, and half of the 
employee’s pension death benefit would 
have to be reported on the beneficiary’s 
income tax return. Tax savings would 
result, it added, if the income from all 
these sources could be spread among two 
or more taxpayers, so that the exemp- 
tions and the starting brackets of each 
could apply to parts of the income for 
the year. 

Such additional taxpayers, the bank 
noted, could be “created” by naming 
college-age children as beneficiaries, or 
by making the estate or life insurance 
trust a beneficiary, and perhaps one or 
more of these methods of distribution 
would be of advantage. 

The will review and estate analysis 
group, it added, has prepared digests of 
tax laws affecting residents of New York, 
New Jersey and Connecticut, and made 
studies of what can be done to take 
advantage of tax-saving possibilities. 
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Utility Cost Analysis 

Financial organizations confronted 
with mounting utility expenses will find 
many valuable cost-cutting measures in 
the new booklet, “How To Get More 
Results From 10% Less Power Costs.” 
It was prepared by the Rateonics Corpor- 
ation of Dallas, Texas, a company spe- 
cializing in utility cost analyses. 

The 30-page publication points out 
that every steam, water, electric, and 
transmission line offers an opportunity to 
lessen a power leak. Specific ways to 
save on electricity, gas, steam pressure, 
refrigeration, water and compressed air 
are given, as well as means of stretch- 
ing kilowatt hours of electricity used. 











MORE RESULTS 


FROM 10% 


/ {ESS 
POWER COSTS 


Copies available 


A series of power-saving estimator 
sheets are also included. The sheets and 
accompanying instructions enable main- 
tenance heads to determine where in- 
efficiencies exist and what can be done 
to improve the use of equipment to ob- 
tain maximum results. 

Copies of the booklet can be obtained 
from the Rateonics Corporation, Melba 
Building, Dallas, Texas. 


+4 4 o 


Cireular Drive-in 


A part of a new $1.5 million, three- 
floor addition made recently to the Tal- 
man Federal Savings & Loan Associa- 
tion, Chicago, is a circular drive-in tell- 
ers’ station. It was designed to allow 
for all types of automobiles and has no 
obstructions to steer around. 

The circular design was pretested by 
the architects, Skidmore, Owings & Mer- 
rill, on a large parking lot by using 
chalk markings and rented cars of many 
makes and models. 

All money and pass books are received 
by the circular drive-in tellers through 


Admits all types of cars; has no obstructions to steer around 


Unusual drive-in was part of $1.5 million addition to Talman Federal, Chicago 
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11-inch extended pass-thruugh drawers. 
The money taken in is passed to the 
central cashier’s desk in the main build- 
ing through a pneumatic tube system 
specially designed by the Lamson Cor- 
poration. The tellers’ entrance is from 
the main building, with which commu- 
nication is maintained by an independent 
telephone system. 

Besides a 27-station, 4-inch pneumatic 
carrying system, features of the new 
building include an electronic master 
clock system, a motorized revolving 
door, a new type of ceramic tile making 
up two walls of the building, and Ther- 
mopane glass the other two walls. 
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“Early Bird’? Walk-Up 


The number of customers using an 
“early bird” walk-up window banking 
service provided at the new Carnarsie 


Branch of the Greenpoint Savings Bank, | 


Brooklyn, New York, has increased 
greatly since the windows were first 
opened a short time ago. 


The “early bird” service is provided | 


Re eR ee 








Hours: 7-9 a.m., 3-5 p.m. 


at two four-foot walk-up teller counters 
between 7 and 9 a.m. Monday through 
Friday, and from 3 to 5 p.m. on Friday 
only. The windows were built by the 
Diebold, Ine., company, Canton, Ohio, 
and include built-in writing ledges for 
customer convenience. Although not 
shown in the photo above, a modern clock 
hangs above the walk-up window as an 
added convenience. 
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Tax Saving Club 


Under recently enacted legislation the 
citizens of Virginia will be required to 
pay their 1956 state income taxes only 
five months after 1955 levies are due, a 
situation that has prompted The First 
National Exchange Bank of Roanoke to 
start a tax saving club to help its custom- 
ers meet the early due date. Previously, 
the state allowed until December 1 of the 
following year for payment of taxes, 
but the new law calls for payment of 
taxes by May 1. 

The First National recently ran large 


April, 1956 


ads outlining the new savings club plan. 
Its members will be able to build up a 
fund for their 1956 tax obligations 
through bi-weekly deposits of from $2 
to $20, depending on their needs. Club 
members will estimate how much they 
will require for the state levies and then 
set aside enough every two weeks to 
meet the goals. In April, 1957, they will 
have made 25 equal instalments and the 
bank will forward checks for the indi- 
vidual amounts saved. 
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New Filmstrip on Money 


Financial firms will find a new color 
filmstrip, “The Meaning of Money,” a 


distinct aid in enlisting the interest of 
children in savings programs and in 
teaching them an _ understanding of 
money. Its 35 pictures with captions 
trace the development of currency from 
the barter system to the present, and 
amusingly show the dilemmas of a cave 
man attempting barter in our present 
complex society. 

The film is primarily aimed at teach- 
ing elementary and junior high school 
students a real appreciation of money, 
by showing how it developed out of 
man’s social needs. Copies of the filmstrip 
cost $5.00 each. They can be obtained 
from The Filmstrip House, 15 W. 46th 
Street, New York City 36. Mail orders 
will be accepted. 
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FURST order of business... 


Correspondent customers of The First National Bank 


of Miami have complete banking facilities at their imme- 


diate disposal — night transit operation, safekeeping and 


custodian service, complete clearing and collection facili- 


ties, and comprehensive foreign financial services of particu- 


lar value with relation to Latin American banking and trade. 





@ Founded in 1902 


@ Complete Banking 
& Trust Services 


@ Se Habla Espanol 





The 


FURST 


NATIONAL 


Bank of Miami 


Le) 


FLAGLER AT FIRST 


MEMBER: FEDERAL RESERVE SYSTEM — FEDERAL DEPOSIT INSURANCE CORPORATION 
BANKERS ASSOCIATION FOR FOREIGN TRADE 
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Drive-in Turntable 


By installing an automobile turntable 
and two drive-in tellers’ windows as part 
of a rebuilding program after fire had 
destroyed its existing quarters, the First 
Security Bank of Provo, Utah, turned a 
dead-end alley between two buildings 
into a very successful drive-in banking 
area. Thus far, the turntable has enabled 
the bank to service as many as 350 cars 
a day, and the bank expects to accom- 
modate up to 500 cars daily without dif- 
ficulty. 

Two electric eyes with their light 
beams directed across the turntable con- 
trol the operation. A green light indi- 
cates that the traffic is clear and the 
car can proceed to the turntable. Here 
it interrupts the first light beam, and 
a green light goes out, with a yellow 
one automatically switching on. When 
the car is positioned on the turntable, 
it interrupts the second light beam, 
switches off the yellow. light, and lights 
a red one. This is a “stop” signal for the 
car. If both light beams remain inter- 
rupted after a_ three-second interval, 
the turntable then turns until the car 
is again positioned to a “head off”, and 
the table automatically stops. 

Two control panels, called “main panel” 
and “tellers’ panel,” are provided; these 
are completely wired for control of the 
electric eyes and traffic lights. The tellers’ 
panel contains “on-off”? which makes the 
turntable control operative or otherwise. 
The main panel contains the forward- 
reverse-off” push button. A push button 
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Turntable installation, First Security Bank of Provo, Utah 


Device enabled bank to turn a blind alley into a busy drive-in area 


station is located outside near the turn- 
table so that the gear may be stopped 
in case of emergency. 

The car then drives toward the tellers’ 
booths, passing through a third light 
beam. which resets the control circuit. 
This third light beam insures that the 
first car has cleared the turntable com- 
pletely before another car will cause it 
to turn. 

A fourth and fifth light beam are 
located at each teller’s window to control 
the auto traffic. The turntable, therefore, 
will not turn until one of the windows 
is vacated. 
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Australia 


from 
a business 
point of view 


This 


contemplating 


booklet will assist anyone 
establishing a 
business in Australia, whether it 
is a small retail business or a@ 


large manufacturing company. 


Written with the authority of Australia’s oldest and largest 
joint-stock bank, it offers those who wish to start a new enterprise in 
that young but growing country a short account of the framework of 
business organization throughout the Commonwealth of Australia. It 
also affords some knowledge of the problems and conditions which 


would be met. 


If you are interested in establishing a business in Australia, 
write for a free copy of this book to: 


BANK OF NEW SOUTH WALES 


BRITISH & FOREIGN DEPARTMENT, SYDNEY, AUSTRALIA 
John W. McEwen, Manager 
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Macton Machinery Company, Inc., of 
Stamford, Connecticut, built the entire 
turntable, including the drive-mechanism, 
photo-electric equipment, traffic lights 
and electrol control panels. They also 
furnished the foundation drawings and 
instructions for installation and opera- 
tion. 


For the Busy Executive 


A reclining lounge chair with a built in 
deep massage system designed to help 
ease the fatigue, tension and nervous 
strain of the harassed executive has been 
developed by the Niagara Manufacturing 
and Distributing Corporation. Three cy- 








Has built-in massage action 


clo-massage motors, placed in the seat, 
back and front panel, provide massage in 
a wide range of positions, all the way 
from sitting up to lying completely 
supine. The chair is available in leathet 
or fabric, and is equipped with an auto- 
matic timer or shutoff switch. The com- 
pany also is marketing a new cycloid 
action massage cushion, which can be 
used by the executive at his desk. It can 
either be sat upon as a cushion, or placed 
behind the back to relieve muscular ten- 
sion. Additional information about these 
products can be obtained from the 
Niagara Manufacturing and Distributing 
Corporation, which is located in Adams- 
ville, Pennsylvania. 
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Farm Wing-A Public Relations Tool 


This West Virginia bank employs a well-qualified agricultural 
consultant and a “Rural Center” room to win many friends 








A little over a year ago the Community 
Savings Bank and Trust Company of 
Fairmont, West Virginia, employed a 
former county farm agent to head up its 
newly established agricultural depart- 








At right, W. E. McComas 


Some advice on pruning 


ment; and opened a Rural Center room to 
benefit its farm customers. Now, after 
some 13 months of operation, a report 
here on some of the ways the department 
has won friends may suggest ideas to 
other banks that have similar depart- 
ments or that plan to create them. 

37 years of experience. W. E. McComas 
joined the Community Savings bank as 
its farm consultant after serving more 
than 37 years as a county agricultural 
agent. Consequently, he was familiar not 
only with farm problems related to crops, 
gardening, soils, livestock, etc., but also 
was thoroughly acquainted with the farm 
people and their lands and buildings in 
the county. 

Mr. McComas from the outset has 
worked from a desk situated prominently 
just inside the main entrance to the bank. 
While most of his work is accomplished 
at this desk, he has also spent many of 
his evenings and afternoons making farm 
visits or attending meetings. 

Many special projects. In addition to 
the everyday activities of advising cus- 
tomers and others on farm problems, and 
assisting in making loans, many special 
projects have been promoted by the de- 


“Rural Center” garden lecture 
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partment. Last Spring, for example, a 
radio program, “Farm & Garden Notes,” 
conducted by Mr. McComas proved so 
popular that a new program series was 
arranged for this Spring. 

Each month the department has sent a 
news bulletin, “Farm Home and Garden 
Notes,” to a large rural mailing list. The 
bulletins announce _ special events, 
exchange ideas, give seasonal suggestions, 
and contain “wanted” and “for sale” 
columns. 

In other projects the department has: 
1. Built displays showing the work of the 
department for exhibit at district fairs. 
These exhibits have attracted hundreds 
of visitors. 2. Worked out a method with 
the county 4-H Club agent for making 
loans to young people for 4-H projects. 
3. Encouraged tree planting by distrib- 
uting chestnuts. This Spring, seedlings 
for pine trees will be used in a similar 
project. 

Most successful aspect. Perhaps the 
most successful “‘public relations” aspect 
of the agricultural department’s work 
has been the “Rural Center” room set up 
and furnished by the bank. It has been 
used constantly by the farm people of the 











Home economics committee 


county as a lounge, as a meeting place 
for friends, and as a place to hold club 
and committee meetings. It has also been 
used for training purposes and demon- 
strations such as those conducted by the 
County Extension and other agencies. 

Primarily educational. Mr. McComas 
as agricultural consultant has had very 
little to do with the banking business 
proper. His work has been primarily of 
an educational and public relations serv- 
ice. Through his department’s work, the 
Community Savings Bank hopes to con- 
tinue to render a valuable service to the 
citizens of the county and consequently, 
at the same time, add to the bank’s grow- 
ing list of friends. 

In the past year the bank has received 
many inquiries concerning the operation 
of its farm department. The bank will be 
glad to receive the inquiries of other 
banks that wish to know more about the 
department’s past projects or plans for 
the future. 
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...this Chicago bank spends 25 hours’ on its 
present foreign business! 


The St. Lawrence Seaway will boom the 
Mid-west’s export trade through Chicago. 
But this bank hasn’t waited for it. 

Right now, today, the Continental Illinois 
has a foreign department that is one of the 
biggest and busiest of any bank in America. 


For example, on one recent typical day this 
department exchanged 1454 cables, wires 
and pieces of mail with 45 foreign countries. 


There is no foreign banking accommoda- 
tion that the Continental cannot provide 
—and with a speed and completeness that 
will surprise you. 

We have access to over 33,500 banking 
offices over the world. We are within hours, 
even minutes, of them for the service of 
correspondents and their customers. 


What would you like in Katoomba? 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 


Lock Box H, Chicago 90 


Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 





*** Vian hours” 





STF ONT ET OS ETI 

















BURROUGHS CLEARING HOUSE, spa. 1956 











SAVINGS-LOAN 
LIQUIDITY, 
1945 VS. 1955 





1945 
39.3% 


1955 
14% 











COMPARATIVE PERCENTAGES ON LIQUIDITY 
... with Liquidity Defined as the Ratio of Cash 


and Government Bonds to Savings 





Commercial 
Banks 


57% 


LIQUIDITY COMPARISON 
WITH OTHER INSTITUTIONS 


























Mutual 
Savings 
Banks 


36% 





Savings-Loan 
Associations 


14% 























It is pointed out that the liquidity needs of banks and associations are not entirely comparable 


WHAT CONSTITUTES SOUND POLICY? 
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A savings and loan leader here discusses a 
“growing pains’° problem of the associations 


AVINGS and loan associations, 

being entrusted with over $32 

billion of savings, are an impor- 
tant and permanent part of the na- 
tional financial economy. They have 
evolved from a humble origin to the 
modern savings and loan business as 
we know it today because they have 
fulfilled thrift and homeownership 
financial needs so important to our 
rapidly increasing middle income 
group. Traditionally, they have been 
conservatively managed and have 
shown great stability, as they do today 
in a changing economy. 

ike all financial institutions, rapid 
ex sansion in recent years has brought 
nny problems to savings and loan 
a-sociations throughout the nation 
h as administration, training per- 
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By 
MORTON BODFISH 


Chairman of the Board and President, 
First Federal Savings and Loan 
Association of Chicago, Chicago 3. 
Illinois 


sonnel, expansion of facilities, adapta- 
tion of loan policy to increased mort- 
gage credit requirements, and numer- 
ous others. One of the major problems 
facing the modern savings and loan 
business is to have available, at all 
times, sufficient liquid assets to pay 
withdrawal demands when they occur. 
This is a problem which must be 
faced by not only the savings and loan 
associations, but other institutions 
having similar trustee responsibilities. 

It is important that each association 


hand and 


cash on 
short-term liquid securities to enable 
it to meet its withdrawal responsibil- 
ities to the public. Just as mutual 
savings banks and commercial banks 
generally carry substantial cash and 


have sufficient 


liquid securities in anticipation of 
changes in conditions and unexpected 
emergencies, so should savings and 
loan managers give careful considera- 
tion to many factors in developing a 
good liquidity policy. The liquidity 
policy developed should provide suffi- 
cient liquid assets for their own first 
line of defense to meet increased or 
unexpected public demands for funds, 
while keeping in mind that the sale of 
mortgages, heavy borrowing from the 
Home Loan Banks or invoking de- 
ferred withdrawal contracts should 
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SAVINGS-LOAN LIQUIDITY TREND DURING THE PAST DECADE || 








Source: Federal Home Loan Bank Board 
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Liquidity ratios of the 40’s were abnormal, but Mr. Bodfish is concerned over continued decline 


only be their second or last line of 
defense. 

Recently an examination was made 
of the financial statements of 82 sav- 
ings and loan associations, each with 
assets of $40 million or over. Disre- 
garding the loan commitments and 
the fact that some of the government 
securities were long-term, the ratio 
of cash and governments to total sav- 
ings capital for these associations was 
found to range from a low of 6.2 per 
cent to a high of 36 per cent. Approx- 
imately 50 per cent of these institu- 
tions examined were carrying a 
liquidity ratio of less than 12 per 
cent in cash and government secur- 
ities. It is important to emphasize 
again that this liquidity figure in- 
cluded all liquid assets and is not 
adjusted for long term government 
bonds, the liquidation of which may 
offer some penalties because of market 
prices, nor does it allow for current 
liabilities such as loan commitments, 
real estate tax accounts, imminent 
home loan bank repayments or short 
term savings accounts such as Vaca- 
tion or Christmas accounts. 

Of course, before one can really 
have a true picture of the amount of 
liquidity that an association has avail- 
able to meet demands for funds, all of 
these current liabilities should be off- 
set by the cash and short term govern- 
ment bonds. After this has been done, 
any remaining liquid assets then form 
the line of defense that is available. 

As is shown in the chart above, 
the average liquidity position of sav- 


40 


ings and loan associations has de- 
clined from 39.3 per cent in 1945 to 
14 per cent in 1955. Of course, it is 
realized that the high liquidity ratios 
maintained by savings and loan asso- 
ciations in the years immediately fol- 
lowing World War II were not neces- 
sarily a matter of policy, but resulted 
primarily from a reduced volume of 
available mortgage loans and the ad- 
visability of purchasing government 
bonds. However, since that time, the 
liquidity ratios have continued to de- 
cline. This is of particular concern be- 
cause despite the withdrawal contracts 
in all savings and loan passbooks allow- 
ing associations to require notice be- 
fore withdrawals, the public has been 
able to withdraw money from associa- 
tions, in ordinary times, upon request 
and would not place savings funds in 
these institutions if they did not expect 
reasonable availability. Therefore, it 
is very important, as well as the re- 
sponsibility of each institution, to plan 
its affairs so it can meet any reason- 
able demands the public may make. 


N contrast to the 14 per cent liquid- 

ity held by savings and loan asso- 
ciations at the end of 1955, mutual 
savings banks, whose savers’ cash de- 
mands are similar to those of savings 
and loan associations, had a liquidity 
ratio of approximately 36 per cent, 
while commercial banks, though not 
strictly comparable, had a_ liquidity 
ratio of approximately 57 per cent. 

While a logical approach to the 
problem of liquidity would suggest 


that savings and loan associations 
need not be as liquid as the commer- 
cial banks who combine savings or 
time deposits with volatile commercial 
funds, neither should they be satisfied 
with the minimum ratio of 6 per cent 
now required by the Federal Home 
Loan Bank Board and depend entirely 
upon cash collected in the future or 
Federal Home Loan Bank advances to 
meet and solve their liquidity prob- 
lems when they occur. 

For. while the Federal Home Loan 
Bank system, with all its merits, is 
able to strengthen and assist indi- 
vidual institutions when they need 
emergency funds, under no reasonable 
conditions should they be expected to 
carry the main responsibility for the 
liquidity of the savings associations. 
In its 33 year history, the Federal 
Home Loan Bank system has only had 
one experience with an accumulated 
demand for funds. This experience 
was cumulated in November, 1955, 
when policies were announced restrict- 
ing borrowing by savings and loan 
associations to those funds necessary 
to meet firm loan commitments. Some 
of the experiences brought about «s 
a result of these restrictions empha- 
size the importance that savings and 
loan association managers be the ones 
who first make preparations to meet 
the reasonable obligations they bh ive 
assumed regardless of the nature 0! 
the contract. While there is no ques- 
tion that the savings and loan busi- 
ness must build and support a strong 
Home Loan Bank system, it she 
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be realized there is a limit to the help 
the bank could give if many institu- 
tions needed cash at the same time. 
Of course, a sound liquidity policy 
cannot be developed merely by com- 
paring the percentages of cash and 


governments to the savings total. 
There are many factors which must 
be studied, one of which is the turn- 
over or volatility of savings. A recent 
survey showed that the average ratio 
of withdrawals to total savings or 
time deposits in commercial banks in 
1954 was 45.9 per cent, while the 
ratio for mutual savings banks was 
25.1 per cent.* While a savings turn- 
over of 10 or 15 per cent was common 
in savings and loan associations 30 or 
40 years ago, and comparable ratios 
still exist today in some unusual situa- 
tions, most associations now have a 
turnover which is much higher, in 
most cases approaching 35 per cent. 
The hard fact is that the turnover of 
savings capital in most savings and 
joan associations, while somewhat less 
than that found in savings or time 
deposits of commercial banks, is 
higher than the 25 per cent turnover 
of mutual savings banks. It is of 
further significance that, although the 
savings turnover of savings and loan 
associations has been running about 
10 per cent higher than that of mutual 
savings banks, their liquidity ratio 
has been about 21 per cent less. 

In the surge of growth of these 
institutions since World War II which 


* John L Millett, “Savings Trend Still Sharply 
Up,” Banking, August, 1955, Pp. 48-49. 


made them the trustees for over 17 
per cent of the liquid personal sav- 
ings of the nation, the dollar volume 
of withdrawals has presented no ac- 
tual problems of financial manage- 
ment due to the year after year 
growth in savings developed and sus- 
tained by aggressive merchandising to 
middle-income Americans. 


HE results of this great increase 

in new savings is evident when you 
examine and compare the ratio of 
total withdrawals to the additions to 
savings accounts for savings and loan 
associations, commercial banks, and 
mutual savings banks. At the end of 
1954, this ratio was 60.2 per cent for 
savings and loan association as com- 
pared to 92.2 per cent for commercial 
banks and 82.2 per cent for mutual 
savings banks. Even though the with- 
drawal ratio has been increasing each 
year, the spectacular growth of the 
savings and loan industry can and will 
continue if the industry protects the 
public confidence it now enjoys by 
thoroughly examining its present 
liquidity policies and making the 
changes necessary to bring these 
policies up to date. 

There are, of course, many factors 
in addition to savings turnover and 
Federal Home Loan Bank policies on 
advances which must be examined by 
association managers when consider- 
ing the problem of liquidity. Some of 
these factors which are important are 
the amount of amortized loan repay- 
ments received, the amount of loan 


commitments and creditor obligations, 
the composition of the liquid assets, 
the location of the association, the 
nature and stability of the savings 
accounts, and the public’s attitude 
toward the association. It is imprac- 
tical to attempt to formulate a sound 
liquidity policy by considering only 
one or two of these factors for each 
plays an important role in liquidity 
policy and, therefore, each must be 
considered both individually and in 
relation to the other factors. 

The dollar amount of mortgage pay- 
ments received monthly as a result of 
the wide use of the amortized mort- 
gage plan is an important source of 
funds which is given considerable 
weight by savings and loan people in 
arriving at a liquidity policy. The ex- 
tended use of this plan by savings and 
loan associations will undoubtedly be 
an important factor in providing 
liquid funds to meet withdrawal re- 
quests when they exceed the inflow of 
new savings funds. While the amor- 
tized mortgage has not been tested 
during severe economic setbacks, it is 
agreed that it will provide a far great- 
er amount of liquid funds than was 
provided by the straight mortgage of 
the 1930’s, and could well prove a 
more reliable source of funds than 
some loans by banks to corporations. 
However, at the present time, mort- 
gage loan payments include large pre- 
payment on the loans over and above 
the contractual amounts, and these pre- 
payments are providing associations 

See SAVINGS - LOAN LIQUIDITY—Page 94 


Indication: A higher dividend rate tends to necessitate some sacrifice of association liquidity 
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RELATIONSHIP OF LIQUIDITY TO DIVIDEND RATES PAID 


Liquidity Position of 253 Savings Loan Associations 
Grouped According to Dividend Rates Paid 
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liquidity Percentage by Dividend Rate Groups 








Data Source: United States Savings and Loan League 
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The writer uncovers a “research center 
in financial architecture, °° as he 


tours the St. Louis area 





WHOLE handful of interesting 
building ideas was uncovered re- 
cently in a tour of a dozen new- 

quarters’ projects currently under way 
by banks and other financial institu- 
tions in St. Louis, Missouri. The tour, 
inspired by President Joseph B. Gan- 
der of Bank Building and Equipment 
Corporation, proved even more fruit- 
. ful than anticipated, with ideas run- 
ning all the way from a “desk” for 
walk-up windows to a plan for making 
a lobby look bigger than it is. 

Said Mr. Gander, when suggesting 
the tour, “It seems that St. Louis has 
become something of a research center 
for us. Our headquarters are here, of 
course, and because they are, it gives 
us an unusually good opportunity to 
work at first hand with banks and 


By 
GLEN CHRISTMAN 


Associate Editor, 
Burroughs Clearing House 


other organizations on specific de- 
velopments. Those that can be seen 
right now should prove to be very use- 
ful to your readers.” 

The first stop was at the Manchester 
Bank. This is a fully-integrated, drive- 
in operation that has become a show 
spot for visiting bankers. On a main 
thoroughfare billboard nearby the 
bank advertises itself as having the 
“Largest Drive-In Facilities in the 
Midwest.” An aerial view examined 
before the visit, illustrates how the 
bank is laid out in a peninsular shape 


on two acres of land at a point where 
three busy thoroughfares intersect. 
The serpentine drive-in section, which 
has eleven teller windows in operation, 
is the point of the peninsula. A wider, 
one-story section in the center of the 
overall structure houses the main 
banking room, and is close to a large 
parking area. The “mainland” from 
which the peninsular part of the build- 
ing projects is the completely re- 
modled two-story original building 
that now houses the bank’s other de- 
partments. 

From the general connotation that 
the aerial view afforded on the “mod- 
ern concept” in banking, specific ideas 
began to pop up the moment the main 
entrance to the Manchester Bank was 
approached. Near the entrance, for 


This modern “supermarket” drive-in bank abounds in new operational concepts of broad interest 


Peninsular-shaped Manchester Bank, St. Louis, has eleven drive-in teller windows and two-walk-up windows 
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Teller busses and built-in signature card 
file, Manchester Bank 


Special purpose teller facility, Tower Grove 
Bank & Trust Co., St. Louis 








Tilt basket, at rear of Tower Grove Bank 
cage, for item pick-ups 


Examples of “engineered rear counter” developments that contribute to teller efficiency 


example, are two walk-up windows, 
and beside each window a “walk-up 
check desk.’”’ These walk-up desks con- 
sist of two steel boxes mounted to the 
wall. In the daytime the covers are 
lowered to serve as writing surfaces, 
and at night they are raised and 
locked. These desks speed traffic con- 
siderably by providing writing spaces 
for cutomers before they proceed to 
the walk-up windows. 

inside the bank and looking down 
the aisle behind the tellers’ cages was 
what Mr. Gander had termed an “engi- 
neered rear counter operation.” The 
phrase, he had explained, meant that 
all available counter space was meas- 
ured for specific functions, with allow- 
ances made for future needs. 

A part of the “engineered counter 
operation” at the Manchester Bank 
are specially designed tellers’ busses 
spaced behind the cages. Each bus 
serves from four to six tellers with 
removable cash and bulk trays that 
are individually assigned. When a 
teller comes on duty, he simply re- 
moves his tray from the bus and places 
it in a matching tray space in his 
cage. Each teller has a key that fits 
the tray in either the bus or the cage. 
At night the trays are locked in the 
bus, and the bus is wheeled into the 
vault. 

Other ideas immediately noticeable 
in the operation were the signature- 
card drawers built into the backs of 
Some of the tellers’ cages; telephones 
si. tted for convenience in the parti- 
tions between cages; specially de- 
Sicned racks for stamps, bins for 
paper clips and rubber bands, com- 
partments for coin and currency- 
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wrapper inserts; and specially devised 
drawers for the necessary bank forms 
used by the tellers. 

On the customers’ side of the coun- 
ter at the bank are splayed deal plates 
at each cage. The corners of the tel- 
lers’ windows, instead of joining at 
right angles, are splayed or cut off to 
form a face side. On either side and 
at the deal plate level these splayed 
faces have capped slots. This arrange- 
ment makes it possible to reverse tel- 
lers’ machines and coin changers from 
one side to the other as the need re- 
quires. The splayed faces also make it 
possible to keep the coin-changer cups 
almost totally clear of customers’ pa- 
pers and money. 

In the drive-in section of the bank, 
there was another idea, that of corner 
windows, in the drive-in tellers’ sta- 


tions. The extra window in one end 
of each station allows the teller to 
observe the approach of customers to 
his or other windows. The windows 
were built to meet the bank’s specifica- 
tions by a leading manufacturer of 
bank drive-in units. 


HE many developments seen in the 
Manchester bank’s quarters reflec- 
ted months of “researching” on the 
part of the bank’s officers on their own, 
and their collaboration with the staff 
of Bank Building and Equipment Cor- 
poration. The research work involved 
visits to other cities, numerous traffic 
surveys and thorough analyses of cur- 
rent operations and plans for the 
future. 
The bank building company’s staff 
took one phase of the research to a 


A “larger look” is given to this narrow saving-loan lobby 


Roosevelt Federal Savings and Loan Association, St. Louis 
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Combination executive-secretarial desk, St. Louis Union Trust Co. 











Splayed deal plate, Manchester Bank 














Sit-down, stand-up check desk 


Fixtures ideas evolved from careful research and planning 


‘ large St. Louis public park. There they 


set up dummy teller stands and used 
chalk to mark off lanes and areas. 
Then some 20 Bank Building Corpora- 
tion employees maneuvered their pri- 
vate automobiles in and around the 
dummy teller stands and along the 
chalk lines to make possible a “visual 
demonstration” phase of the traffic 
studies. 

This planning and research was 
based largely upon the fact that daily 
some 165,000 automobiles pass the 
intersections near the bank’s location. 
Within nine months after the project 
was completed the bank’s deposits 
went from $41.7 to $46 million. The 
bank has been averaging more than 
500 customers a day at its drive-in 
windows, and more than 300 daily 
at the walk-up windows. 

The tour led next to St. Louis Union 
Trust Company where workmen were 
busy installing specially designed com- 
bination executive-secretarial desks in 
the trust department. Where usually 
in a trust operation the officers and 
secretaries have individual desks, fre- 
quently widely separated, here the two 
desks have been combined in a single 
unit that also contains space for files. 
Moreover, the typewriter, center 
drawer and side drawer pedestals of 
the desks will be interchangeable. 
Thus, if it becomes necessary to have 
two trust officers occupy a single desk 
unit, instead of an officer and a secre- 
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tary, the change can be made simply 
by switching pedestals. The primary 
purpose behind the special design is 
to enable the bank to departmentalize 
various sections, as for example, 
assigning “Estates A to D” to one 
desk, “Estates E to G” to another and 
so on. 


HEN the idea first came up for 
these desks through conversa- 
tions between officials of the trust com- 
pany and the bank building company, 
the cabinet specialists at the latter said 
the idea was not feasible. Neverthe- 
less, after considerable time was spent 
on the drafting boards, the cabinet 
men were finally convinced. The new 
combination units are already being 
moved into place preparatory to put- 
ting the new quarters into operation. 
The desks are being anchored in their 
positions so that they will not mar 
the walls. All telephones and other 
service wires will be concealed in the 
units in specially designed “alleys.” 
Work was also going on in another 
part of the St. Louis Union Trust, in 
its two vaults. When these are com- 
pleted, they will represent further 
new ideas. The vault problem first out- 
lined by the trust company’s president 
was how to make the handling of 
stocks, bonds, wills and testaments 
more efficient. An _ ever-increasing 
number of file drawers were needed, 
he said, and the problem resolved itself 


into two main points: 1. How to 
achieve maximum storage with the 
available space, and 2. How to accom- 
modate the estates handled in the bes: 
manner in the face of variations be- 
tween stock and bond portfolios. 
Special files were ultimately devised 
jointly by the bank building company 
and a leading manufacturer of office 
equipment. As departures from the 
usual legal and letter size files, the 
vaults of the St. Louis Union Trust 
will be lined with 42” files that employ 
the suspension principle. Special 
trays, three in each file drawer, will 
accommodate the filing of stocks 
placed in one direction and bonds in 
the opposite direction. Each of the 
files will be equipped with two locks. 
The advantage of the specially de- 
signed files and trays will be manifold. 
For instance, at audit time, instead of 
having to remove the old type file- 
drawers that were approximately 30” 
deep and weighed between 200 and 300 
pounds, the trust officers will be able 
to lift out at any time any one of the 
new trays that weighs between 60 and 
70 pounds. Further, under the dual 
lock control, there will be no stocks, 
bonds or testaments in the open. All 
papers will have to be filed properly in 
the trays at all times, since the two 
keys to a file cannot be removed either 
separately or together unless the 
cylinders of both locks have previously 
been returned to a locked position. 
Work was also still going on in the 
second floor trust department of the 
Tower Grove Bank and Trust Co. 
when it was visited. Here was seen 
another example of how specially- 
designed tellers’ busses will operate. 
In this case, special compartments in 
the cage will be used by Tower Grove 
tellers not to store cash, but negotiable 
stamps that are used in handling vaca- 
tion and other special purpose funds 


Reception idea, flush files 


New headquarters, American Investment Co. 
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New quarters of Creve Coeur Bank in suburban St. Louis were designed to allow for additions as the bank grows 








Unusual location of vault section, projecting forward, facilitates side wing expansion 


for a number of St. Louis labor un- 
ions. The stamps and books in varying 
denominations, and for different un- 
ions, are kept in compartments while 
the teller is on duty, and locked in the 
vault-stored bus at night. The tellers 
reported that the cage compartment 
and bus arrangement had increased 
efficiency considerably since the coun- 
ter was completed recently. 

The. bus at the Tower Grove bank 
recalled those seen at the Manchester 
Bank and clearly suggested the wide 
uses to which such busses can be put, 
and the different forms they might 
take in commercial, note department, 
trust and other bank work. 

On the first floor commercial de- 
partment of the Tower Grove bank 
the use of a teller’s tilt basket at the 
rear of the cage was also demon- 
strated. The basket can be secured in 
an upright position by the teller and 
used to store items that are to be 


picked up. After the teller has released 
the catch holding the basket, a runner 
need only tilt it outward and down to 
drop the contents into a tray for de- 
livery to proof or other departments. 
Thus, the teller’s cage is made private 
to a greater degree and the teller left 
to go about his work uninterrupted by 
the pick-up operations. 


HE biggest architectural project 

undertaken by the bank building 
company in its headquarters city was 
the remodelling of old and the design- 
ing of new buildings for the First Na- 
tional Bank in St. Louis. The con- 
struction, now nearing completion, in- 
volves a whole city block and some 
181,372 square feet of space in five 
different structures that are being 
merged into a single building. 

The space problem in the project 
called for the utmost ingenuity on the 
part of the bank building specialists. 


Other reasons why Manchester Bank is a show spot for visitors 


Walk-up window’s check desk 








Drive-in’s corner window aids teller 





Since so many new and old buildings 
and so many different banking opera- 
tions and departments were involved, 
it was difficult to get in all the me- 
chanical items—plumbing, electrical, 
etc.—that were needed. Layout re- 
quirements were such that these items 
could not be stacked on top of each 
other as in single new buildings. 

Consequently, void space in the 
buildings was used where possible. 
For example, void space above a first 
floor cash vault was used for a guard 
room and for an air-conditioning fan 
and coil room. In five of the building’s 
six floors there will be air-condition- 
ing fan and coil areas suspended above. 
The air-conditioning plant will make it 
possible to bring in 100 per cent pure 
fresh air from the outside and either 
heat or cool it, depending on the sea- 
son; or if the temperature outside is 
satisfactory, the air will simply be 
brought into the building. 

A good example of a vault arrange- 
ment that would ease the way for later 
additions to its quarters was seen at 
the Creve Coeur Bank, which is 
located on a large plot in suburban St. 
Louis. Here, the vault section of the 
new building was built first, and the 
rest of the building added on one side. 
When expansion becomes necessary 
additional units can be built onto the 
existing structure in other directions 
without interrupting vault operations. 

The tour led also to a number of 
new and remodeled savings and loan 
associations in St. Louis, for which 
the bank building company also does 
considerable work. For example, three 
or four years ago when the Roosevelt 
Federal Savings and Loan Association 
acquired a downtown building, it 
sought advice on whether the narrow 
space in the building offered possi- 
bilities for expansion as the associa- 
tion’s business grew. 

See NEW QUARTERS IDEAS—Page 99 
















































For banks there are some interesting 


implications involvedin... 
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URING the year 1955, a striking 
change occurred in the structure 
of interest rates. While the gen- 

eral level of rates rose, the spread 
between long- and short-term rates 
narrowed considerably and in some 
instances vanished. Early in 1955, for 
example, four- to six-months com- 
mercial paper carried a 114 per cent 
rate whereas long-term government 
bonds were yielding about 2°. per 
cent, a difference of approximately 
1% per cent between long- and short- 
term rates. Before the end of 1955, 
the spread between long- and short- 
term rates in general had all but dis- 
appeared. Though long-term rates 
rose, short-term rates rose even faster. 
This is dramatically shown in the 
upper chart on page 43, which traces 
the yields since 1950 on selected short- 
and long-term obligations, including 
commercial paper and government 
bonds. The chart also indicates that 
this movement may have been under- 
way for several years, becoming more 
pronounced since the “accord” in 
March, 1951. Commercial paper rates 
have traced an upward pattern gen- 


- erally from a low of 114 per cent in 


1950 to the recent level of nearly 3 
per cent. The yields on long-term gov- 
ernment bonds also rose during the 
same period, but not as rapidly. As a 
result, the spread or difference be- 
tween the interest demanded for com- 
mercial paper and that required for 
longer term funds has approached 
zero. In fact, the rate on prime com- 
mervial paper is higher than the yield 
on long-term government bonds. 

In the same chart, similar patterns 
have been traced by the interest or 
yield curves on other types of debt 
obligations, the difference between the 
long- and short-term rates tending to 
disappear. The gap between Treasury 
bills and long-term bond yields at the 
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NENT RATES 


By WILLIAM J. KORSVIK 
Assistant Cashier, The First National Bank of Chicago, 
Chicago 90, Illinois 


and 
TOM M. PLANK 


The First National Bank of Chicago, and Lecturer in Finance at 
Northwestern University, Evanston 


end of the year was the smallest since 
1933. 

Should this trend persist, the yield 
on short-term obligations in general 
could rise higher than the yield on 
longer term funds. The yield on Treas- 
ury bills, for example, could rise to a 
higher level than the yield on long- 
term government bonds. In view of the 
experience of the past two decades 
such a situation would appear to be 
most peculiar. 


IEWED against historical per- 

spective. however, short-term rates 
moving above long terms would not 
be an unusual pattern. The fact is, 
that for about three-quarters of a 
century before 1930, long-term rates 
were consistently under short-term 
rates. The curves described by the 
rates on prime commercial paper and 
the yield on high-grade railroad bonds 
are traced on the lower chart, page 
43, for the period 1865 to 1950. As 
shown on the chart, from the end of 
the Civil War to the start of the Great 
Depression the yield on 4- to 6-months 
commercial paper was consistently 
and substantially higher than the yield 
on high-grade railroad bonds. Only 
three times during this period was 
this relationship altered, and then 
only for very brief intervals. 

It has been only since the 1930’s 
that short-term rates have been con- 
sistently under long-term rates. There 
were several reasons for this shift in 
the pattern of interest rates. The in- 


crease in the price of gold to $35 an 
ounce made the United States a highly 
favorable market for gold. As a result, 
the gold stock of the nation greatly 
increased. The heavy gold imports in- 
creased the volume of member bank 
reserves, swelling the supply of loan- 
able funds at the same time that eco- 
nomic activity and the demand for 
bank credit were falling. Augmenting 
the increase in reserves was the Ad- 
ministration’s policy of monetary ease 
pursued in an effort to stimulate busi- 
ness investment and economic activity. 
Businessmen, furthermore, were re- 
luctant to borrow. In addition, there 
was a widespread public desire for 
liquidity. These factors caused excess 
reserves of the banking system to 
mount rapidly. The supply of bank 
funds available for investment ex- 
ceeded the demand. Consequently, in- 
terest rates on short-term obligations 
were depressed, falling below the yield 
on long-term bonds. 

This cursory review of the behavior 
of certain money rates over a long 
period of time indicates that histor- 
ically the “normal” pattern, if there 
be one, is for yields on shorter term 
obligations to be higher than the yields 
on longer term obligations. This sug- 
gests that the rising yield curve, i.¢., 
long rates continuously above short 
rates, of the past twenty-five years is 
not the rule, but the exception — an 
abnormality rather than the normal. 
To put it another way, the recent rise 
in short-term rates relative to Jong- 
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BETWEEN LONG AND SHORT TERM RATES — 


“THE NARROWING SPREAD 
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Council of Economic Advisers 


The current interest rate trend is unusual for recent years 


“HISTORY SHOWS HIGHER SHORT TERM RATES ARE NOT UNUSUAL 






























































ard the historically normal rela- 


ship. 
is not surprising that such a 
should develop given the 


nges or shifts in demand for long 


short-term funds that are possible 

free market and that have, in 
. occurred. Among the foremost of 
many factors that have had a 
‘mining influence in this shift in 
and for funds has been the rapid 
th in savings that has accom- 
ed the growth and wider distribu- 
of individual income and the 
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institutions. New and enlarged pools 
of loanable funds are now concen- 
trated in insurance companies, mutual 
savings banks, savings and loan asso- 
ciations, and pension, profit-sharing 
and other trust funds. The aggregate 
resources of these institutions and 
funds have grown at an accelerated 
rate in recent years and today are 
conservatively estimated to be 
$200 billion. 

Because of custom, preference or 
legal restrictions, these institutions 
invest their funds preponderantly in 


over 


long-term obligations, primarily bonds 
and real estate mortgages. As a con- 
sequence, the long-term market has 
been greatly influenced by the sus- 
tained and growing investment de- 
mand of these financial institutions. 
This accounts, at least in part, for the 
relative steadiness of the long-term 
bond market and the tendency for 
the interest rate structure to return 
to its previous historical relationship. 
The rise in the level of the incomes 
of the broadening middle income class 
and their particular savings habits 
assure a continued and growing flow 
of funds through these savings insti- 
tutions. Under these circumstances, a 
sustained demand for long-term fixed 
income investments resulting in up- 
ward pressure on prices seems prob- 
able. 

The suggestion that the interest 
rate structure may be returning to 
the previous historical pattern has im- 
plications and consequences that the 
banker ought to consider. The possibil- 
ity of such a shift in the pattern of 
rates raises a number of interesting 
and complex questions for bankers in- 
volving investment policy and the dis- 
tribution of assets. 

For example, will the change in the 
rate structure tend to cause a shift 
in demand for funds as corporate 
treasurers see the cost of short-term 
borrowing rising higher than the cost 
of longer term funds? What effect 
will this have on the distribution of 
the assets of the individual bank? 
Should the banker increase his hold- 
ings of short-term commercial paper 
and tend to reduce his term loan 
commitments? However, the fact that 
short-term rates tend to be consider- 
ably more volatile increases the risk 
of having to reinvest maturing in- 
vestments when rates are falling. On 
the other hand, there is the ever pres- 
ent risk of price depreciation if inter- 
est rates increase further. 


N the past twenty years the pattern 

of interest rates and Treasury fiscal 
policy have been such that it has been 
common practice to compute the aver- 
age maturity of bond investments to 
the optional call date rather than to 
the maturity date. If the present up- 
ward trend in interest rates persists, 
the Treasury probably will not con- 
tinue the practice of refunding bonds 
at the earlier date if they are carrying 
a rate substantially below the current 
market rate. Consequently, under 
these circumstances, the maturity 
schedule of the bond account would 
be automatically extended. 

Unexpected situations or the failure 
of anticipated conditions to develop 
always require bankers to maintain 
flexibility in their loan and bond port- 

See SHIFT IN INTEREST RATES—Page 92 
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“* The services of your bank are the 
best tools you can find to use 


to help you grow ”’ 


A BANKER-WRITERS ADVICE 
(o SMALL BUSIVESSM 


By 
WILLIAM F. STAPLES 


President, Fall River Savings Bank, 
Fall River, Massachusetts 


ANT a bigger business? Need 
W: greater inventory? Shooting 

for a big name in your field? Is 
increased volume the answer to your 
problem? 

Any way you look at it, these are 
the things you need for business suc- 
cess, and they all come with a profit- 
able business operation. 

The real problem is “How do you 
go about it?” 

Success in any business, odd as it 
may seem, is judged financially by the 
amount of money that is made... so 
the secret to success boils down to 
making more money each year than 
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change Magazine of the New York 
Stock Exchange and The Rotarian, 
he wrote, “A Day in the Life of a 
Loan Officer” for the August, 1952 
issue of Burroughs Clearing House. 

He was a loan officer in a New 
York State commercial bank be- 
fore becoming president of the 
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you made in the previous year. 
In many small business enterprises, 
the big obstacle to making more money 


is the lack of financial help to build 
a bigger inventory to increase volume, 
to develop a bigger business. 
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Says the writer: Put yourself in the shoes of Mr. Small Businessman and let’s figure out thives i 
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A small businessman sees 
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The big need is for 
financial assistance 
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. A bonk, it is decided, is 
\ the logical source for func: 
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You can get financial assistance! 
You can, that is, if you are making 
money. because you can pay back. 

Fortunately for all of us, America 
still is full of enterprising small busi- 
nesses. In fact, every business day 
sees the birth of somewhere around 
1,300 brand new enterprises that are 
opening their doors for the first time. 
This adds up to more than 7,800 new 
businesses every week. Unfortunately, 
though, the record shows that many 
of these brave young businesses will 
not succeed and their owners will be 
eating away precious savings and even 
mortgaging their homes and futures 
in a futile effort to reach the goal 
called “Success.” 

Sound financing... unsound financ- 
ing. That is the most frequent dif- 
ference between success and failure 
in new enterprises. 

Sound financing is a must for any 
business. Capital for an average small 
business usually consists of what the 
owners or partners contribute in the 
way of cash, buildings, equipment and 
established credit with the expectation 
that they will profit from their con- 
tributions. In some lines of small busi- 
ness certain kinds of credit are ob- 
tainable “in the trade.” However, the 
big bugaboo for most small businesses 
is inadequate owner or risk capital 
which creates the basis for outside 
credit. 

Where is the logical place to get 
short term financial assistance? The 
banks, of course. 

3ankers come into contact with all 
types and natures of business enter- 
prise. It is true that these contacts 
usually are made after the businesses 
have been established and have de- 
veluped a record of earnings, a “finan- 
cial statement” and some favorable 
trade credit references. 


Much educational work 


by banks is needed 


There is every reason to believe, 
though, that understanding bankers 
will listen to your story, no matter 
how “small” you are provided you 
have something to offer. Generally 
speaking, banks enjoy seeing the 
“underdog” come through. 

In business, as in sports, the crowds 
always cheer for the fellow (or team) 
who must clear the greatest obstacle 
in order to win. American business 
(and this includes banking) has a 
good supply of sportsmanship and 
banks are for the little fellow if he has 
a fighting chance, some risk capital, 
and the business know-how to be suc- 
cessful. 

Banks do not, and cannot, supply 
risk or owner capital for Mr. Small 
Businessman. Banks can and often do 
help Mr. B. with ideas and sug- 
gestions. But, he must do his part... 
he must learn how a bank functions 
and must get acquainted with its serv- 
ices and personnel. 


UT yourself in the shoes of Mr. 

Small Businessman and let’s fig- 
ure out the moves to make. . . what to 
do to get financial assistance to in- 
crease your inventory .. . to increase 
your sales volume ... to be more 
successful. 

First off, we’ll assume that you, Mr. 
Small Businessman, have a going busi- 
ness, small though it may be. You have 
some record of making profits. You 
have your start. Now, you want to 
grow. 

We'll begin by selecting a bank. We 
want to choose a bank that is sympa- 
thetic and understands the problems 
of small businesses. In the average 
city, banks may differ rather widely. 





“There are still q great 
many managers of small 
businesses who do not 
know how fo apply for a 
loan or, for that matter 
do not know when they 
need a loan.” 
WILLIAM F. KELLY 


Chairman, Small Business Com- 
mission, American Bankers Asso. 
ciation, and President, The First 
Pennsylvania Banking and Trust 
Company, Philadelphia 








Some banks are “big business minded” 
only, others do business across the 
board. The bank we must pick is the 
“brown derby” or “diner” type that 
caters to the small business man. We 
want to avoid the kind interested 
mainly in “blue ribbon”’ business. 

Here’s one thing to remember in 
our search for financial assistance: 
banks want to do business, too. They 
must do business if they stay in oper- 
ation for very long. The business of 
any bank is to invest money, and small 
business loans often are very good 
investments for a bank. Now to the 
job of picking out our bank. 

It’s: almost like selecting a bride. 
All of us try to pick a girl we can live 
with the rest of our lives, one who 
understands us. We should want to 
“marry” a bank that understands us 
and our problems. 

One sign to look for is a personal 
loan department—does the bank have 
one? Another good sign is a special 
no-minimum balance checking account 
service. These are outward evidences 
that there is interest on the part of 
that bank in small businesses. 

See SMALL BUSINESS ADVICE—Page 102 
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Then it helps to open an 
account in the bank selected 





Taking banker into confidence 
further paves way to loan 
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Across the Potomac from Mt. Vernon the 


Potomac Portrait | 27s 2722 of Fort Washington 


still stand symbolic guard over the river 
approach to the Federal City. 
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Banking Bills Lag 
At Mid-Session 


When Senators and Congressmen 
went home for their Easter vacations, 
they left behind a number of banking 
bills which were just about ready for 
action on the floor of the Senate and 
House. In fact, four important bank- 
ing bills were actually scheduled and 
set up for voting, then suddenly with- 
drawn. 

This is illustrative of the temper of 
Congress in an election year. The atti- 
tudes of individuals and groups of 
legislators change overnight and some- 
times oftener as they sniff the political 
winds. And the more nimble contrive 
to be on both sides of any question. 

In election-year 1956, controversy 
over major political and economic 
issues tends to retard action on legis- 
lation relating to the structure of the 
Nation’s banking system. After all, 
there are not many Election Day votes 
to be reaped by a member of either 
House or even a committee chairman 
through exerting the aggressive ad- 
vocacy of a banking bill in the face 
of the intricate and controversial 
politico-economic measures on which 
key millions of votes do depend. 

The four bills stalled by the Easter 


By JOHN DONOGHUE 


Washington Correspondent 


ture progress appears to depend on 
enactment of a bank holding company 
law. 

Another such bill is that which abol- 
ishes cumulative voting for directors 
of national banks unless by specific 
stockholder action the bank decides to 
retain that feature in its articles of 
association. The bill has passed the 
Senate, but there have been no hear- 
ings by the House Banking Commit- 
tee. As of now, prospects are not 
bright for this legislation. 

Also gathering dust in the House 
Banking Committee files is the Senate- 
passed bill applying restrictions to the 
branching of Federal savings and loan 
associations. It has passed the Senate 
in an amended form which savings 
and loan industry leaders do not find 
particularly objectionable. The amend- 
ment provides that in any State the 
branching opportunities of a Federal 
association must be equivalent to the 
most-favored treatment accorded to a 


State-chartered association, a mutual 
savings bank, or a commercial bank. 
Even with the amendement, however, 
industry officials and the Federal 
Home Loan Bank Board members are 
making no visible effort to support 
the bill. 


Bank Holding Company 
Bill Strikes Snags 

In the final showdown within the 
Senate Banking Committee, the vote 
was 6 to 4 to reject the so-called 
“State’s Lines Amendment” offered by 
Sen. Paul H. Douglas, Democrat of 
Illinois. This amendment was strongly 
favored by top officers of the two 
Independent Bankers Associations, 
who camped on Senatorial doorsteps 
day after day, week after week, seek- 
ing its adoption. 

It has become accepted that the 
chief obstacle to enactment of a bank 
holding company bill this year is the 
difference between the Senate Com- 





vacation delay were the bank holding | 
company regulatory bill, the waiver | 
of one of the four required national | 


bank examinations in each two-year 
period, the loosening of residence re- 
quirements applicable to national bank 
directors, and the extension of the 
Treasury’s authority to “overdraw” 
up to $5 billion for brief periods of 
cash stringency. The first three of 
these have passed the gauntlet of one 
House and have Banking Committee 
clearance in the other; the fourth has 
cleared only the House Banking Com- 
mittee, though ultimate passage and 
approval seem assured. 

Other banking bills are similarly 
creeping along. 

The House-passed Celler bill, for 


xample, seems to be getting nowhere | 


€ 
i: the Senate Judiciary Committee. 
This is the bill that forbids approval 
c! bank mergers until the Department 
co' Justice has had an opportunity to 
look it over in the light of the anti- 
trust laws. There has been some work 
cone in the Senate Banking Commit- 
tce to present a new bill keeping the 
r-view authority within the structure 
bank supervisory agencies, but fu- 
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mittee bill and the version cleared by 
the House in 1955. The Senate Com- 
mittee bill places in the Federal Re- 
serve Board the authority to say Yes 
or No to a bank holding company’s 
purchase of an interest in a bank out- 
side of its home State. The House bill 
absolutely prohibits any further such 
acquisitions across State lines. 

The Douglas amendment provides 
that further acquisitions across State 
lines are lawful only if specifically 
authorized by the legislature of the 
State being entered. This is generally 
similar to the position of the American 
Bankers Association, though it is not 
completely identical. 


The man in charge of steering the 
Senate Committee bill is Sen. A. Willis 
Robertson, Democrat of Virginia. As 
a matter of practical legislative ma- 
neuvering, it has been Mr. Robertson’s 
desire to obtain Senate floor approval 
of the Committee bill, so as to be ina 


stronger position to bargain with 
House Banking Committee leaders at 
the inevitable Senate-House confer- 
ence. This means that his tactics re- 
quire Senate rejection of the Douglas 
amendment, though it does not pre- 
clude that the Douglas amendment 
may be what they finally come out 
with. 

At one point, the Senate majority 
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and minority leaders held the view 
that it would be impossible to even 
bring the bill up if there was involve:| 
a floor fight over the Douglas ameni- 
ment. There was an alternative suv- 
gestion offered, namely, that the Douc- 
las move could be checkmated in 
advance if Chairman Brent Spence of 
the House Banking Committee wou! 
throw his weight against it and coun- 
sel the Independents to do the same. 
This apparent effort by one body's 
leaders to put pressure on the other 
body’s Banking Chairman is without 
precedent in recent memory; it cer- 
tainly aroused high indignation on the 
part of Mr. Spence, who stated in 
strong terms that he would have no 
part of it. Within a week, the bill was 
cleared by the Policy Committees of 
both parties and entrusted to the ma- 
jority leader, Sen. Lyndon Johnson of 
Texas, to be scheduled when expedient. 
It looked to Mr. Johnson like the 
week of March 18 would be an expedi- 
ent time to consider the bill, and he 
publicly said so. However, delay fol- 
lowed upon delay as the Easter recess 
impended, and there was no telling 
when the Senate would be able to clear 
the bill and place it before the all- 
important Senate-House conference. 


Housing Bill Meets 
“Liberal” Opposition 


To counter the introduction of the 
Administration’s proposed Housing 
Amendments of 1956, a group of Dem- 
ocratic Senators have proposed a far- 
reaching series of measures teeing off 
with 600,000 public housing units in 
a three-year period (the Administra- 
tion bill sets up 70,000 in two years). 
The group’s spokesman is Sen. Her- 
bert H. Lehman, Democrat of New 
York. In addition, the Treasury would 
be subjected to an underwriting of $1 
billion of debentures sold each year by 
a new National Mortgage Corpora- 
tion, capitalized out of public funds up 
to $100 million. Also, the Treasury 
would guarantee local bond issues up 
to $1 billion for local public works and 
improvements in connection with 
housing. 

A companion measure entered by 
Mr. Lehman and others would provide 
for the establishment of a Department 
of Housing and Urban Affairs, taking 
rank along with the old-line Depart- 
ments headed by Members of the Cabi- 
net. In this agency there would be 
combined the various administrative 
agencies now loosely gathered under 
the Housing and Home _ Finance 
Agency. It would again take over con- 
trol of the Federal Home Loan Bank 
Board, which only so recently acquired 
administrative independence. 

In the field of conventional mort- 
gages, the Lehman bill proposes some 
innovations. It refers to the previously 
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authorized 30-year FHA-insured mort- 
gages as “conventional,” which many 
vill regard as a stretching of the pre- 
viously accepted meaning of the word; 
however, the intention of Mr. Leh- 
man’s explanatory statement appears 
to be to establish a distinction between 
direct Government home financing 
(including support of public housing) 
and indirect financing through VA, 
FHA, and the proposed new National 
Mortgage Corp. 

Anyhow, the 30-year FHA-insured 


loan is stretched out to a maximum : 


40-year amortization. And the Fed- 
eral Home Loan Banks are authorized 
a revolving fund of $200 million with 


which to purchase shares in Federal | 
savings and loan associations. More- | 


over, another $200 million revolving 
fund is set up to permit rural banks 
to discount mortgages at the Federal 
Home Loan Banks, and the Home Loan 
Banks are permitted to discount mort- 
gage loans at other banks. 


Hardly a surprise is the Lehman | 


bill’s provision eliminating the present 
requirement that any seller of mort- 
gage loans to the Federal National 
Mortgage Association must accept 3 
percent of the proceeds of the sale in 
the form of “Fanny May” capital 
stock. Somewhat paradoxically, the 
bill requires project builders obtaining 
loans from the National Mortgage 
Corp. to subscribe for the agency’s 
capital stock in an amount equal to 5 
percent of the loan. This latter is 


evidently a device to guard against | 


repetition of the “windfall” abuses 
that were uncovered in the operation 
of the Section 608 program. 

“Today, even at the relatively high 
rate of new construction,’ Mr. Leh- 
man said, “we are building only half 
the new homes this Nation needs, and 
most of those are being built for 
higher-income families. 

“Almost all of the present housing 
programs of the Federal Government 
expire at the end of the current year, 
since the first session of the Congress 
enacted only a one-year extension. 

“This is the time to take a new look 
and make a fresh start. This is the 
time to raise our sights and take in 
the whole picture, before the picture, 
Which will become a critical one, 
moves in on us.” 


Benkers and VA Rally 
Te Save VHMCP 


uring recent House Veterans Af- 
fa vs Committee hearings, the Volun- 
teyy Home Mortgage Credit Program 
came under fire, the charge being that 
too much time was consumed in the 
process. of finding a buyer for a loan 
peiding in a rural area where mort- 
gure credit is scarce on GI terms. The 
arument was advanced that direct 
G: ernment loans, under the Veterans 
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Administration authorization, 
much more speedily arranged, 
more convenient for the veteran. 
The American Bankers Association, 
in a statement submitted by General 
Counsel J. Olney Brott, declared that 
VHMCP has been effective during its 
brief existence, that ABA supported 
the idea when it was proposed to Con- 
gress in 1954 and supports it now. 
The Veterans Administration, mean- 
while, pointed out that VHMCP helped 
6,000 veterans to find private rural 
home loan sources during 1955. At the 
same time, VA issued an order short- 
ening from 45 days to 20 working days 


are 
and 


the period of referral of direct home 
loan applications to VHMCP. This 
means that if VHMCP does not pro- 
duce a buyer contact in 20 working 
days, then VA will begin active steps 
toward making the loan directly. 
The ABA position was supported by 
the National Association of Mutual 
Savings Banks, represented by Harry 
Held, vice-president of the Bowery 
Savings Bank of New York City. The 
bankers’ position that undermining 
VHMCP through opening up easier 
direct loans only puts off further into 
the future the time when the restora- 
tion of mortgage lending to private 
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enterprise can become effective. 

More advisable, the bankers held, 
would be to permit the interest rate 
on GI home loans to meet changes in 
market rates, so that loans would he 
more attractive to lenders. 


Higher Prices Noted 
For FHA-Insured Loans 


On March 1, FHA-insured mortgave 
loans were bringing an average price 
of $98.4 per $100 of outstanding mort- 
gage amount, following a steady in- 
crease since the December 1 low of 
$98.0, it was announced by Federal 
Housing Commissioner N. P. Mason. 

The secondary market average price 
quotations ranged from $98.1 in the 
southeast and southwest to $99.8 in 
the northeastern States. Sales at par 
were observed in the northeastern and 


| Middle Atlantic regions. 
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CAPITAL NOTES 











In spite of what candidates and 


| party spokesmen may say on either 


side, the economic indexes refuse to 
support any theory that 1956 is going 
to bring on a recession. Consumer 


| purchasing intentions, construction ac- 


| tivity and capital expansion by busi- 
| ness and industry are threatened with 





no slump, and will probably surpass 


| 1955, according to separate and inde- 


pendent economic study groups in Gov- 
ernment and non-Government agencies 
alike. Even in the automobile indus- 
try, there are signs that production 
and sales may compile a record that 
challenges the peaks of 1955. 


5 


The Federal Home Loan Bank Sys- 
tem is urging member savings and 
loan associations to adopt a proposed 
“internal audit program” if they can- 
not afford a complete external audit 
owing to lack of sufficient size. The 
idea is that an auditor-controller can 
be made useful in other non-operating 
capacities, or his services could be 
shared by two or more associations. 
The Board’s examiners will accept 
such an internal audit provided the 
association’s management gives the 
auditor a completely free hand. 
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The Federal Reserve Board has been 
designated to head up the inter-agency 
defense planning program relating to 
the banking system. The idea is to 
gear up stand-by machinery so that 
there will be minimum interruption of 
the nation’s financial mechanisms in 
the event of a destructive attack upon 
Washington or one of the major finan- 
cial centers of the country. 
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THE PERSONALITY SPOTLIGHT 





Important changes at top level have 
been announced by the Midland Bank 
Limited at its head office in London. 
O. E. Wood and J. Fitton, who have 
been assistant chief general managers, 
have been appointed chief general man- 
agers, and E. J. W. Hellmuth, who has 
been an assistant general manager, has 
been appointed a joint general man- 
ager. 

Oswald Edward Wood is a graduate 
of Cambridge University and entered 
the Midland in 1921. Like most British 
bankers who rise to the top he has seen 
service in provincial branches and in 
many departments before coming to 
the head office in London. In 1943, at 
the height of the war effort, he visited 
the United States for talks on matters 
of mutual interest with American 
bankers. In 1945 he travelled on bank- 
ing business in the Middle East. In 
recent years he has been in close touch 
with the London discount market as 
well as with overseas banking arrange- 
ments, and has served as a member of 
the Financial Advisory Committee of 
the Dollar Exports Board. 

Joseph Fitton is a Yorkshire man 
who has been with the bank since 1917. 
He has been manager of Midland 
branches in Liverpool and through his 
service in Leeds and Birmingham 
knows industrial England well. He 
came to the head office in 1945. Mr. 
Fitton has been a member of the Coun- 
cil of the Institute of Bankers for many 
years. He is a well known golfer. 

Edward J. W. Hellmuth, who is a 
Londoner, entered the bank in 1924 at 
its Overseas Branch. During the war 
he served as a member of the Con- 
trol Commission of Germany, attaining 
the rank of Colonel. He became Con- 
troller General of the Banking Branch 
of the Finance Division in the British 
Zone and later Director of the External 
Finance Branch of the Control Com- 
mission. He was also the United King- 
dom member of the Joint Foreign Ex- 
change Agency in Germany. Mr. Hell- 
inuth has travelled extensively on Mid- 
land Bank duties, visiting the United 
states, Europe, the Middle East, the 
ar East and Australia. 
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Palmer S. Gaillard of Mobile, Ala- 
hama, has made no specific claims to 
»eing the oldest active bank director 
nywhere, but there is some question 
vhether anyone will argue with him 
bout that statistic. 

Mr. Gaillard celebrated his 100th 
»irthday anniversary on March 26, and 
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Top-ranking Midland Bank officers are promoted in London 


his day’s work included a regular meet- 
ing of the board of directors of the 
American National Bank & Trust Com- 
pany in Mobile. One of the parties in 
honor of his memorable milestone was 
given by fellow directors of the bank 
along with his family and some close 
friends. 

An attorney, Mr. Gaillard started 
practicing law in Alabama over 75 years 
ago, and is still active in this capacity 
with a remarkable mental agility and 
memory. 

« 


C. S. “Hap” Young, popular presi- 
dent of the Federal Reserve Bank of 
Chicago, has retired and Ernest C., 
Harris, first vice-president, has been 
named acting chief executive officer 
until the directors elect a successor as 
president. 
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Arthur T. Leonard (right), president 
of the City National Bank and Trust 
Company of Chicago, is here present- 
ing a gold recording of a recent radio 
program to Carrol M. Shanks, presi- 
dent of the Prudential Insurance Com- 


Gold recording of bank program 








pany. The program, sponsored by the 
bank, featured a biographical sketch of 
the prominent insurance executive. 
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The annual “Man of the Year” 
award in Charleston, South Carolina, 
has been presented 
to.Hugh C. Lane, 
president of the 
Citizens and South- 
ern National Bank 
of South Carolina. 
At the annual ban- 
quet of the Greater 
Charleston Cham- 
ber of Commerce, 
Mr. Lane was de- 
scribed as a banker 
who has_ contrib- 
uted his knowledge of finance to many 
civic endeavors. Among his numerous 
activities he is immediate past presi- 
dent of the Charleston Community 
Chest, and a director of the Community 
Chest Councils of America. 














HUGH C. LANE 
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April 1 was more than “April Fool’s 
Day” for Frank A. Strom, former as- 
sistant vice-president of Citizens Trust 
Company and Citizens Savings Bank, 
Providence, Rhode Island. On that 
date he became president and a direc- 
tor of the Berkshire Trust Company, 
Pittsfield, Massachusetts. He succeeds 
Everett M. Holden, who has been 
named chairman. 


a 


New officers have been added to The 
First Pennsylvania Banking and Trust 
Company, Philadelphia, Pennsylvania, 
through its merger with The Wayne 
(Pennsylvania) Title and Trust Com- 
pany. J. Harold Hallman, Wayne 
president, and §S. Woodward Cook, 
executive vice-president, were named 
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vice-presidents of First Pennsylvania, 
while Joseph L. Richman, secretary 
and treasurer at Wayne, has been made 
an assistant treasurer of First Penn- 
sylvania. 

* 

Ray B. Owen, executive vice-presi- 
dent of the Old Colony Co-operative 
Bank, Providence, Rhode Island, has 
been elected president of the American 
Savings and Loan Institute, succeeding 
Goehler E. Ohmart, vice-president of 
the Federal Home Loan Bank of In- 
dianapolis, Indiana. 

New first vice-president of the In- 
stitute, which is the educational arm 








of the United States Savings and Loan 
League, is Robert H. Hazen, vice-presi- 
dent of the Benjamin Franklin Federal 
Savings and Loan Association, Port- 
land, Oregon. Charles F. Kenny, Jr., 
vice-president of Island Federal Sav- 
ings and Loan Association, Hempstead, 
New York, has been named second 
vice-president of the Institute. 
Sd 

Strengthening of the top command 
at City Bank Farmers Trust Company, 
New York City, has moved Eben W. 
Pyne up to executive vice-president 
and director, and Joseph E. Morris to 
executive vice-president. 
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E. W. PYNE 


J.E. MORRIS 


Move up to executive v.p.’s 


At the same time Bascom H. Tor- 
rance, vice-president, was made chair- 
man of the trust committee, and 
Alexander W. McGhee, vice-president, 
was named treasurer. Earlier, the trust 
company had named James W. Toren 
an assistant vice-president. 

e 

Ray G. Tiegs has succeeded Clem A. 
Kambe as president of the Wisconsin 
State Bank of Milwaukee, Wisconsin. 
Mr. Kambe has retired but will con- 
tinue to serve as a director. 

Mr. Tiegs is a past president of the 
Wisconsin Bankers Association and 
currently is chairman of its United 
States savings bond committee. 

S 


Three former vice-presidents have 
been named to newly-created posts at 
The United 
States National 
Bank of Omaha, 
Nebraska. Ed- 
ward W. Lyman 


has been made 
executive vice- 
president; Cas- 


per Y. Offutt 
and Dean Vogel 
have been elect- 
ed senior vice- 
presidents. Mr. 
Offutt is also 
trust officer at the Omaha institution. 





E. W. LYMAN 




















C. Y. OFFUTT D. VOGEL 


To newly created posts 


Messrs. Lyman and Offutt have beer 
with the bank since 1940, Mr. Vogel’s 
service began in 1950. 

. 

In portraying the “Washington suc- 
cess story” of Daniel W. Bell, presiden' 
of the American Security & Trus 
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We'd like you to meet Mr. Ted Harris of our Investment 
Department. Figuratively speaking, he’s on the staff 
of 100 banks . . . our correspondent banks who know 
the continuing need to analyze their bond portfolios 


. carefully, factually and periodically. 





Mr. Harris works with our correspondent banks in 
this important task by making available a system of 


portfolio analysis developed by the head of our Invest- 





He’s on the staff of 100 BANKS! 


ment Department, Mr. Brian Reuter, and his staff. 
Based on years of experience in this field, the system 
can be profitably applied by any bank. And, because 
it is our basic belief that our correspondent bank 
relationships should—and can—go beyond the routine, 
Mr. Harris always welcomes the opportunity to tell 
you about this system, to discuss your investment 


policies and advise you on the current bond market. 


MELLON NATIONAL BANK AND TRUST COMPANY 


PITTSBURGH 


CAPITAL $60,100,000 


SURPLUS $180,000,000 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Company, Washington, D.C., one of 
the local newspapers, The Washing- 
ton Post, observed that he had never 
paid any attention to the adage: 
“Neither a borrower nor a lender be.” 
For, with the U.S. Treasury, he par- 
ticipated in the borrowing of hundreds 
of billions of dollars. Then, after re- 
signing as Under Secretary of the 
Treasury to become president of Amer- 
ican Security in 1946, he has worked 
the other side of the street—lending 
millions of dollars. In addition to the 
reversal of the pattern, the figures he 
works with at the bank are usually 
about three or four ciphers smaller 
than at the Treasury Department. 





However, the newspaper story notes 
that the bank’s figures have certainly 
expanded during Mr. Bell’s decade as 
president. Deposits have about doubled, 
loans increased ninefold, operating in- 
come jumped two and a half times. 


5 


Wm. H. Andrews and W. L. Rodman 
have been appointed senior  vice- 
presidents, and F, J. Thieme, Jr. and 
E. M. Peterson named vice-presidents 
and trust officers at the Citizens Na- 
tional Trust and Savings Bank of Los 
Angeles, California. They all have 
served at least 21 years with the bank. 
Mr. Rodman is the senior member of 








we don’t 
employ 
beautiful spies! 


» « - but, we do make it our business to secure up-to-the-minute 
information about trends, conditions, and opportunities in Canada. 
You will find that many businessmen and bankers from all over 
the world get these facts from Imperial Bank of Canada, because 
Imperial keeps its finger on the pulse of the Canadian economic 
scene, So, if you are contemplating business in, or with Canada, 
write on your business letterhead to the Superintendent of Foreign 
Business, Dept. 55, Imperial Bank of Canada, Head Office, Toronto 
1, Canada and your request for information will be dealt with 
promptly and in complete confidence. 


IMPERIAL 
“the bank that senvice built” 


Branches to Serve You Coast to Coast in Canada 
and Correspondents Throughout the World. 








W.H. ANDREWS 


W.L. RODMAN 


Los Angeles bankers elevated 


the group in this respect, having been 
affiliated with the bank since 1920. 


e 


Advanced to the newly created office 
of senior vice-president at the Walker 
Bank & Trust Company, Salt Lake 
City, Utah, are O. K. Carlson and Fred 
E. Pike. 

Mr. Carlson will continue in charge 
of investments, and as secretary of the 
corporation. Mr. Pike will head the 
bank’s loan division. 


* 


“T never felt younger!” 

That’s the surprising comment of 
Goodman B. Sigurdson, 75-year-old 
board chairman of the Camden North- 
western State Bank, Minneapolis, as he 
recently started his second half century 
as a banker. 

The spry septuagenarian backs up his 
remark with a highly active routine. 
He still plays 18 holes of golf twice a 
week or oftener; also walks to and 
from work every day, frequently mak- 
ing the round trip at lunch-time, too. 
Among his wide 
variety of interests, 
he is an inveterate 
bridge and gin rum- 
my player. 

Born in Iceland, 
Mr. Sigurdson was 
brought to America 
when he was six 
years old. He be- 
gan his banking 
career with a little 
bank in Bethel, 
Minnesota. He was manager, book- 
keeper, stenographer and janitor—it 
was a one-man bank and he was tlie 
one man. Then in 1910 he came to 
Minneapolis and helped organize the 
Camden Park bank. Since then he has 
been financial advisor and banker to 
most of North Minneapolis and adja 
cent communities. 








G. SIGURDSON 
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Recently advanced to vice-presidents 
at the Hartford (Connecticut) Nationa 
Bank and Trust Company were Car! 
W. Trewhella, Allan J. Caldwell an: 
Richard B. Redfield. Mr. Redfield wa 
also named trust officer. William J. 
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Old Republic 


Life Insurance Company 


Here, in this land of contrasts, man’s genius unites 
with nature to achieve a unique, complete way of 
life. Man-made and natural waterfalls, harnessed 
to industrial use, accent the mountains’ beauty 
as they contribute power for progress. Forest 
monarchs crown towering peaks...look down on 
lush valleys abloom with fruitful crops. Ocean 
liners and outboards...commercial fishermen and 
fly-rod enthusiasts...share a water paradise. 
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The heart of this beauty and industry is the close- 
ly knit structure of families, homes and financial 
institutions. Here, as in all America, both lenders 
and borrowers benefit from Old Republic’s com- 
plete line of credit life, accident and health insur- 
ance. A phone call, wire or letter will bring the 
man from Old Republic with details. Address 
Old Republic Life Insurance Company, 307 North 
Michigan Avenue, Chicago 1, Illinois. 
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Lowry and George H. Jenkins were 
made assistant vice-presidents. 

Other promotions included the elec- 
tion of H. Arthur Wormcke, Jacques 
R. Chabrier, William W. Wilcox and 
Miss Alice G. Conway as assistant trust 
officers ; and the appointments of E. E. 
Furey, W. A. Porter and E. W. Smith 
as assistant cashiers. 

° 

Robert A. Young has been advanced 
to vice-president and R. T. Dewalt to 
assistant vice-president at California 
Bank, Los Angeles. Before joining the 
staff in 1954, Mr. 
Young was a vice- 
president at the 
Commercial Na- 
tional Bank in 
Peoria, Illinois. 

Following merger 
of the Hollywood 
State Bank into 
California Bank, 
Wade E. Bennett, 
president of the 
former institution, 
will become a vice-president of Cali- 
fornia Bank and will have administra- 
tive supervision of its offices in the 
Hollywood and Brentwood areas. 

a 














R. A. YOUNG 


Advanced to vice-president of the 
National Bank of Westchester, White 





Plains, New York, is Daniel B. Gal- 
gano, who has been with the bank for 
25 vears. He directs the instalment loan 
activities of the bank. V. L. Amato 
has been named assistant cashier of 
the institution. 


& 


One of the nation’s leading authori- 
ties on consumer banking, Thomas C. 
Boushall, president of The Bank of 
Virginia, Richmond, has been named 
recipient of the annual Distinguished 
Service Award of the Virginia State 
Chamber of Commerce. The award is 
given each year to the person a special 
committee of the Chamber feels has 
rendered an outstanding service to the 
Commonwealth. 


* 


New second vice-president at The 
Northern Trust Company, Chicago, 
Illinois, is Spencer Murphy. He will 
represent the bank in the states of 
California, Oregon, Washington, Utah, 
Idaho, Wyoming, Montana, Colorado 
and Arizona. 


+4 


The latest addition to the school sys- 
tem of Lubbock, Texas, has been 
named after a local bank president. 

It is the C, E. Maedgen elementary 
school, named in honor of the presi- 








School named for banker 


dent of The Lubbock National Bank. 
At the dedicatory program, Mr. Maed- 
gen’s long service on the local school 
board and his support of many civic 
improvement projects were lauded by 
Dr. Clifford B. Jones, president emeri- 
tus of Texas Tech. 

In the view above, Dr. Jones (left) 
is shown congratulating Mr. Maedgen, 
while Mrs. Maedgen looks on. 

a4 

New recognition has come to the 
officers in charge of the promotion of 
American Express money orders, trav- 
elers cheques and letters of credit. 
Frank Groves, Robert R. Mathews and 
Olaf Ravndal have been made direc- 
tors of the American Express Com- 
pany and its subsidiary, The American 
Express Company, Ine. 

Mr. Groves is executive vice-presi- 
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dent of the subsidiary, vice-president 
of the parent company. Mr. Mathews 
is vice-president of the parent com- 
pany and his duties include respon- 
sibility for the sale of money orders. 
Mr. Ravndal is vice-president and 
treasurer of both companies, and his 
duties include the promotion of travel- 
ers cheques and letters of credit. 
* 

The Bank of New Zealand has an- 
nounced that Bruce H. Smith, formerly 
manager of the 
Takapuna (Auck- 
land) branch, has 
been appointed 
supervisor of the 
overseas depart- 
ment at the head 
office in Welling- 
ton. Mr. Smith has 
served in the Lon- 
don office and has 
held other execu- B. H. SMITH 
tive positions in the 
bank, including assistant accountant at 
Christchurch and accountant at Suva 


(Fiji). 
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Unique in the banking field is the 
post held by Miss Dorothy Gee, man- 
ager of Bank of America’s office in 
colorful Chinatown in San Francisco. 

A bank manager since the 1920’s, she 
was the first woman to hold such a job 
in this country. In addition, she serves 
as a counsellor on financial and per- 
sonal problems to the largest Chinese 
community outside of Asia. 

The relationship between “Dolly” 
Gee, as she is widely known, and the 
30,000 Chinese people served by this 
bank, is intensely personal. It involves 
knowing these bank customers by 
name, their personal histories and their 
family organization, which plays an im- 
portant part in the Chinese way of life. 

When these people encounter some 
perplexing problem stemming from 
American laws or customs, they in- 
variably go to Dolly Gee and her asso- 
ciate officers for an interpretation. Or 
it may be some family problem, such 
as a marriage, planning the right col- 
lege career for the teenagers, and the 
like. 

The influence of Dolly Gee extends 
all the way to the Atlantic Seaboard, 
as her office also acts as a credit clear- 
ing house for inquiries about Chinese. 
Letters reach her every day from vari- 
ous parts of the country, seeking in- 
formation or advice on almost anything 
that has to do with the Chinese people. 
[Typical is the recent letter received 
from a young Chinese business man 
n New York, asking for advice on 

larrying a girl from a_ well-known 

‘alifornia Chinese family. 

Every afternoon between two and 
hree o’clock the leading merchants 
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Stephen F. Sayer, that is. He’s probably seeing one of 
The First Pennsylvania’s correspondents in the nation’s 
Motor Capital—or visiting one of our own Detroit area 
customers. Both depend on Steve Sayer’s intimate knowl- 
edge of Greater Philadelphia Area business trends and 
opportunities, and of our many useful services. 


High among our services is this: all our sendings 
go via air mail direct to our own correspondents. They 
—and industrial customers-— find this speed an impor- 
tant business aid. 





If you’d like all the details, or want to know more 
about our large credit files or complete Trust, Real Estate 
and Foreign Departments, just ask Steve Sayer or one of 
our other officers to drop in. Or if you visit Philadelphia, 
feel free to drop in on us. 


The First Pennsylvania 


BANKING AND TRUST COMPANY 


Banking since 1782 
29 offices, Philadelphia and suburbs 


Serving more people more ways than any other Philadelphia bank 


Member Federal Reserve System e Federal Deposit Insurance Corporation 
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and the elders of Chinatown gather in 
Miss Gee’s office to swap comments 
and discuss news events of the day. 
Recently the younger Chinese business 
men have given this daily meeting a 
new twist by making the bank lobby 
their gathering rendezvous on Wednes- 
day mornings for their weekly golf 
game. 

Miss Gee takes pride in the Chinese 
decor of the bank, which makes it a 
great attraction for tourists. The in- 
terior features include carved columns 
and scrolled tellers’ windows finished 
in black lacquer and Chinese red. On 
the walls hang silken banners depict- 


ing the four seasons. A large bulletin 
board in the lobby gives the day’s news 
events. On the rail, guarding Miss 
Gee’s oriental teakwood desk, are 
miniature Chinese lions. 

The bank staff includes a representa- 
tive from each of the large families of 
Chinatown. When a Miss Lee is serving 
teller, all members of the Lee 
family go to her window. During the 
war years Miss Gee operated the bank 
with an all-girl staff, but this practice 
had to be discontinued because of mar- 
riages. Today the staff consists of ten 
girls and seven young men. 

Miss Gee was just about to graduate 
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DAGE TV AT WORK 
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Camera and monitor in records center of 
Merchants National Bank verifies signa- 
tures, speeds information on commercial, 


\ 


mortgage and installment loans, check- 
ing accounts and credit information 
to TV monitors in the executive area. 


... teller windows and drive-in window. 





HOW CLOSED - CIRCUIT TELEVISION 
IMPROVED BANK’S SERVICE SYSTEM... 


“The expansion of our bank- 
ing facility and the improved 
service system we now employ 
would not have been possible 
without our Dage TV system.” 


So speaks John A. Garrett- 
son, assistant vice president, 
Merchants National Bank, 
Michigan City, Indiana. A Dage 
closed-circuit system employs a 
vidicon camera in a centralized 


record section handling all ledger 
posting operations except sav- 
ings accounts. The system in- 
creases operating efficiency and 
permits more productive use of 
space. 


Dage TV can give you a close- 
up look at remote information 
and operations; let you.do more 
things better at less cost. Write, 
wire or phone Dage TV, Dept. 
94, for complete information. 


DAGE TELEVISION DIVISION 


MICHIGAN CITY, 


INDIANA 


A Thompson Product’ 


In Canada, distributed by Rogers Majestic Electronics, Limited, Toronto 


62 











MISS “DOLLY” GEE 


Influential Chinese banker 


from high school at the age of 15 when 
opportunity called her to the banking 
field. Her banker father, Charles Gee, 
came home one day and announced 
that the old French-American Bank 
wanted a young man to expand its sav- 
ings activities in Chinatown. Father 
Gee regretted not having a son to take 
up this fine opportunity. 

When vivacious Dolly suggested her- 
self for the job she was at first frowned 
down. In those days Chinese girls of 
good family were expected to remain 
home until married. Finally, however, 
her father took her to see the bank 
president and she was given the job 
grudgingly. 

She accepted the challenge and can- 
vassed every Chinese home in San 
Francisco. Her sales efforts met oppo- 
sition from the older generation bhe- 
cause of her sex and youth, but she 
opened many savings accounts, some- 


times two and three to a family. 


Later, the volume of new Chi- 
nese business continued to grow this 
bank opened a branch in the heart of 
Chinatown, with go-getter Dolly Gee 
as the manager. It was a decided break 
with Chinese traditions to make a girl 
the manager of a bank. 

In 1928, when the French-American 
Bank was merged with Bank of Amer- 
ica, she named manager of its 
Chinatown by the late A. P. 
Giannini. Over the years she has be- 
come widely known among the Chinese 
of this country for her sensitive under- 
standing of their problems. 


as 
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In line with the continued growth 
of the institution, the Southern Ari 
zona Bank & Trust Company, Tucson, 
has moved up the following five oft 
cers to vice-presidents: Robert W. 
Heyer, James S. Douglas, Anthony 
Lerua, Jr., J. Russell Spann and Harry 
QO. Tennison. 

Edmund Arriaga anid George V. 
Brandt, Jr., have received promotion 
to assistant vice-presidents. 

° 

Additions to the staff of the Provi 

dent Trust Company of Philadelphia 
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Don’t waste your time trying 
to get answers about shipping, com- 
munications, fashion, finance, or any 
other markets centered in New York 
when it’s so easy to call your man at 
the Irving. 


He knows his way around New 
York . .. knows whom to contact for 
what . . . has a corps of experts to 
call on when he needs them. He is 











Got a problem with a New York angle? 


always ready to help out-of-town 
bankers get the service they need for 
themselves or their customers in this 
highly specialized city. 

What’s more, no matter how 
routine or complex your question 
may be, your man at the Irving is 
happy to go to work on it. Feel free 
to get in touch with him just as you 
would a member of your own staff. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $126,000,000 


WituaM N. Enstrom, Chairman of the Board Ricuarp H. West, President 
Domestic Banking Division, NoLtan HarricAn, Senior Vice President in Charge 


Total Assets over $1,500,000,000 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Pennsylvania, are Richard G. Kin- 
scherf, Jr., and Frederic E. Mygatt, 
3rd. Mr. Kinscherf, named a trust offi- 
cer, formerly was associated with the 
Connecticut Bank and Trust Company, 
Hartford, Connecticut. Mr. Mygatt, 
appointed an assistant trust officer, had 
been a new business representative in 
the trust department of Bankers Trust 
Company of New York City. 


+ 


Through merger, the main office of 
the Southern Commercial & Savings 
Bank, Pasadena, California, and a 
branch in nearby San Marino have 
been absorbed into the First Western 
Bank and Trust Company, San Fran- 
cisco. 

Edward L. Olmstead, former presi- 
dent of Pasadena bank, has become 
vice-president and manager of the 


branch which replaces the former main 
office. Paul R. Kidd, previously vice- 
president and manager of the San 
Marino office, has been given the same 
titles by First Western. 


e 


Henry G. Blanchard, executive vice- 
president of the Commercial National 
Bank, Kansas City. Kansas, has been 
elected president of the local Chamber 
of Commerce. He is widely known in 
banking circles both in Missouri and 
Kansas, and has been active civicly in 
the Greater Kansas City area for many 
years. 

+ 


After 36 years with the organization, 
Margaret Callahan, assistant to the 
treasurer of Robert Morris Associates, 
has retired. Known to many bankers 





If your storage area 
looks like this \=- 


It is costing you dearly in floor 
space and loss of employees’ time. 


Every Type of Industry 





Con Sve BOTH MONEY and SPACE with 






SAVE 40% FLOOR SPACE 
Nylo-Glide record files save 
more than 40% in valuable 
floor space. The appearance 
of the files has been improved, 
and the storing of records is 
much easier in neatly ar- 
ranged stacks making the 
cleaning problem simple. 


ATTRACTIVE WORKING AREA 
Efficiency engineered system 
of drawers to fit YOUR form 
and YOUR space provide a 
flexibility that is unparalleled 
in filing equipment. 

The Nylon Bearings make 
heavily loaded drawers 
GLIDE easily and quietly. 


A complete installation often costs less 
than shelving and corrugated boxes! 


RECORD FILES, INC. 











RECORD FILES, INC. 1 
P. 0. BOX 581 © WOOSTER, OHIO | 
Please have your nearest representative 1 
stop and see us at his convenience. | 
Name 
Address | 
City State 





NYLO-GLIDE 


low-cost 


STORAGE FILES 


These nylon bearing, smooth op- 
erating files are available in any 
size. Stack and interlock them 


one on top of the other or side by 
side in any available location. No 
waste space—inside or out. De- 
signed to fit the records they hold. 





P. O. BOX 581 
WOOSTER, OHIO 


Specialists in RECORD STORAGE EQUIPMENT 


Call us for a survey and demonstration 
of equipment. 





throughout the country, she was the 
first employee hired to assist Alexander 
Wall, founder of the Associates. 
Meanwhile, Cynthia P. Sorrick has 
been advanced to research secretary oi 
the association. 
7 


Hermann N. Mangels has been ap- 
pointed president of the Federal Re- 
serve Bank of San Francisco, succeed- 
ing Cecil E. 
Earhart, who 
headed that insti- 
tution from 1946 
until his retire- 
ment March 1. 

Mr. Mangels is 
the seventh chief 
executive of the 
Federal Reserve 
Bank ot San 


Francisco since it 





H. N. MANGELS was opened No- 
vember 16, 1914 


He joined its staff as a transit clerk 
in 1916; became an assistant cashier at 
the head office in 1920; cashier in 1943; 
vice-president in 1944, and has served 
as first vice-president since 1947, 

Additional official changes include 
the appointments of Eliot J. Swan to 
first vice-president; 
Ralph H. Morrill to 
vice-president ; H. E. 
Hemmings as cash- 
ier; J. L. Barbon- 
chielli as assistant 
vice-president and 
Paul W. Cavan, as- 
sistant cashier. 

Mr. Swan began 
his banking career in 
1941 as a_ research 
assistant at the San Francisco head 
office. He specialized in research activi- 
ties until his appointment as assistant 
vice-president in 1950. In 1954 he was 
promoted to vice-president and cashier. 














E. J. SWAN 
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Mrs. Pauline B. Edgecomb has been 
appointed a trust officer at The New 
England Trust Company, Boston. 

° 

Recently elected vice-presidents and 
senior trust officers at the Republic 
National Bank of Dallas, Texas, 


were 


Trust executives promoted 


T. J. MORONEY 


R. J. MacBEAN 
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Somebody had to tell her... 


When it’s necessary to foreclose . . . when a family must lose Federal Offers You: 


their home . . . somebody has to tell the widow. A Custom Designed Plan based on careful study of 


Your bank need never face this heartbreaking task. your operations * Proven Customer Appeal - Simplified 
Federal’s Mortgage Redemption Plan protects both Streamlined Procedure « Complete Flexibility including 
the customer and the bank. When tragedy strikes, the Health and Accident coverage * Prompt Service « All 
mortgage is paid in full. The low, low cost is simply included Promotional Tools. 

in the customer’s monthly payment. ‘ 

Bankers like Federal’s Plan for its simplicity and ‘ HIGHEST RATING 

See Best’s and Dunne’s for rea- 
sons why Federal enjoys their 
unqualified recommendation. 


freedom from burdensome detail. Protect your most vital asset 
—customer relations—with this plan. 
Write today for complete information. 


FEDERAL ALSO OFFERS CREDIT LIFE AND DISABILITY PLANS THAT WILL 
BUILD YOUR INSTALLMENT FINANCE DEPARTMENT SAFELY AND PROFITABLY 
PERSONAL PROTECTION 


eae SINCE 1906 
qth | JOHN H. CARTON 
nin al President 


LIFE and CASUALTY COMPANY jail Shira 











Credit Insurance Division 





WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN ¢ REGIONAL SERVICE OFFICES FROM COAST TO COAST 





R. J. MacBean and T. J. Moroney. Both 
are veteran members of the bank’s staff, 
and have long held top positions in the 
trust department. 
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Formerly an officer of Chemical Corn 
Exchange Bank and later a vice-presi- 
dent of the factor- 
ing firm of Mein- 
hard & Co,, Inc., 
Charles W. Mc- 
Cord has joined 
The Bank of New 
York, New York 
City, as vice-presi- 
dent. He will have 
responsibility for 
the bank’s interests 
C. W. McCORD in the Middle 
South. Assisting 
him will be Henry M. White, Jr., assist- 
ant treasurer. j 
. 


Weston Smith has resigned as ex- 
ecutive vice-president of “Financial 
World” magazine, and has organized 
Financial Public Relations Consultants, 
33 Rector Street, New York City, a 
new firm specializing in counsel to 
corporate management on investor and 
financial community relations. 

Mr. Smith is widely known for his 
annual report and surveys and Oscar- 
of-Industry awards for the best stock- 


holder reports. For 10 years, also, he 
has annually reviewed the shareholders 
relations policies of 1,000 industrial 
corporations. He is the author of 
“Stockholder Guidebook” and “Share- 
holder Relations Manual.” 
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New vice-presidents at the Security 
Trust and Savings Bank of San Diego, 
California, are Daniel H. Burnham, Jr., 
and Millard M. Smith. Mr. Burnham 
has also been made a trust officer. Now 
serving as assistant auditor at the head 
office is John M. Durrill. 
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John S. Coleman, president of Bur- 
roughs Corporation, has been elected 
president of the U.S. Chamber of Com- 
merce for a one-year term starting May 
2. The national organization, a federa- 
tion of local and state chambers of 
commerce and trade associations, is a 
policy-developing group representing 
1,650,000 businessmen. 

His primary objective as Chamber 
president, Mr. Coleman states, will be 
to persuade businessmen to participate 
more actively in political matters, as 
individual citizens. Too frequently in 
the past, he believes, they have shied 
away from this responsibility for rea- 
sons of business expediency. 

Mr. Coleman was president of the 
Detroit Board of Commerce in 1952. He 


JOHN S. COLEMAN 
Heads national business group 


is well-known in financial circles, hav- 
ing served as deputy chairman of the 
Federal Reserve Bank of Chicago, 1950- 
1952, and as chairman in 1953-1955. He 
has been newly elected a director of 
the Standard Accident Insurance Com- 
pany and affiliated Planet Insurance 
Company, Detroit, and is also on the 
boards of American Motors Corpora- 
tion, Michigan Bell Telephone Com- 
pany, Fruehauf Trailer Company and 
American Optical Company. 

After his graduation 
Georgetown University 


from the 
Law School, 
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weights for each denomination of coin. Other Exact 
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Exact Weight Scales solve another 
money counting problem .. . 


Counting nickels is no longer a problem with one 
of this country’s largest vending companies. Special 
counterweights are supplied to equal the weight of 
$150 in nickels. After being counted, the coins are 
bagged, closed with a special seal and sent to the 
local bank. The count is so accurate that the local 
bank simply credits the company and sends the bags 
—seals unbroken—to the Federal Reserve Bank 
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Mr. Coleman’s first job was with Guar- 
anty Trust Company of New York, 
where he was assigned to the bond 
trading floor. His brief banking career 
was nipped by two years of overseas 
service during World War I, and he 
joined Burrough Corporation as a 
salesman in 1920. He has served as 
president since 1946. 
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Promotions at Bankers Trust Com- 
pany, New York City, include the nam- 
ing of Malcolm 
R. Tait as vice- 
president and Law- 
rence C. Cooper 
assistant vice-presi- 
dent. Both are as- 
sociated with the 
bank’s public utility 
group, which Mr. 
Tait heads. New 
assistant treasurers 
at the bank are 
A. C. Christensen, 
N. Levine, O. M. Mendell, J. B. Wilson 
and F, J. Hynes. 














M. R. TAIT 
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Several top-level changes have been 
made at the Pacific State Bank, Haw- 
thorne, California. Robert C. Yeary, 
former executive vice-president, has 
been elected’ president, succeeding 
Ernest W. Hahn, who continues as a 
director of the bank; Raymond Bolten 
and E. Gilbert Laven have been named 
vice-presidents; and Norman J. N. 
Jones, vice-president and cashier, has 
been given the additional post of secre- 
tary. 


e 


On March 5, Reginald C. Short be- 
gan his duties as 
vice-president and 
trust officer of The 
Bank of Virginia, 
Richmond, Vir- 
ginia. He has been 
in the banking field 
since 1925 and 
gained distinction 
as the writer of 
numerous articles 
R. C. SHORT on trusts and es- 
tates. Most recently 
he has been a vice-president at Fidelity 
rust Company, Pittsburgh. 
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Two former bankers have recently 
joined the Cunneen Company, Phila- 
delphia and Los Angeles, designers and 
‘onsultants in building or remodeling 
inancial institutions. 

One is Frank B. Trexler, who was 
vith The Philadelphia National Bank 
or 22 years before becoming an ac- 
‘ount executive for Albert Frank- 
ruenther Law, advertising agency. He 
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Old times here are all forgotten in the 
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industrial plants located in the South 
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will be advertising manager and pub- 
licity director for Cunneen. 

Wayne G. Routh has joined the 
Cunneen organization, to represent it 
in the Southeast with headquarters in 
Miami. He is a former vice-president 
of Bank Building and Equipment Cor- 
poration, St. Louis, but prior to 1949 
he was associated with The First Na- 
tional Bank of Miami as comptroller. 


od 


In recent promotions at the Central 
National Bank of Cleveland, Ohio, 
H. Lloyd Fulton 
was elevated to 
vice-president, Wil- 
liam G. Kirkwood 
named an assistant 
vice-president, and 
Charles D. Meckes 
elected trust officer. 

Mr. Fulton has 
had widely diversi- 
fied experience in 
the operating and 
commercial bank- 
ing departments, and in recent years 
has specialized in the mortgage loan 
operations, 


H.L. FULTON 


+ 

Two directors of The South East 
National Bank of Chicago were re- 
cently thrust into the limelight. Sharing 


honors were Dr. Garfield V. Cox and 
Austin L. Wyman, who have been with 
the bank since its founding 21 years ago. 

Dr. Cox, who is chairman of the 
board, was named as one of the great 
teachers of the University of Chicago 
in an attractive brochure, “The Re- 
sponsibility of Greatness.” His name 
appears in the list of “men who have 
contributed most heavily to the Univer- 
sity’s distinction during the past gen- 
eration.” He is the Robert Law Profes- 
sor of Finance at Chicago and a for- 
mer dean of the School of Business 
there. 

Mr. Wyman, the bank’s counsel, has 
been named chairman of the Illinois 
Toll Highway Commission by Gov- 
ernor Stratton. He is heading “the 
biggest project the Illinois State gov- 
ernment has ever attempted,” the build- 
ing of 193.3 miles of turnpike for which 
$415 million of bonds have been sold. 
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A corporate trust specialist, Miss 
Marilynn Eidsmoe has been made an 
assistant trust officer at The First Na- 
tional Bank, in Fort Lauderdale, 
Florida. 


o 
Two well-known officers were re- 


cently promoted at the Crocker-Anglo 
National Bank, San Francisco. William 
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J.CAMBRIDGE, Jr. W.A. HENDERSON 


Operating officers advanced 


A. Henderson, previously cashier, 
has been advanced to vice-president 
and cashier, and will be in charge of 
operations, while J. J. Cambridge, Jr., 
former auditor, has been made general 
auditor. 

Mr. Henderson joined the Anglo 
institution in 1918; became auditor in 
1929; assistant vice-president in charge 
of operations in 1936; and cashier in 
1950. 

After service with the California 
State Banking Department, Mr. Cam- 
bridge joined the Anglo California 
Trust Company in 1927 as controller. 
When it was merged with the Anglo 
& London Paris National Bank in 1932, 
he became auditor. 
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New additions to the staff at the 
Victoria (Texas) Bank and _ Trust 
Company are Walter E. Dickerson and 
E. R. Mobley, Jr. Mr. Mobley has 
been named assistant comptroller, while 
Mr. Dickerson has been made vice- 
president of the new industrial and 
agricultural department. 


Ad 


The election of H. Nord Kitchen as 
vice-president and Norman N. Wilcox 
as an assistant vice- 
president led eight 
title changes re- 
cently made by the 
Industrial National 
Bank of Provi- 
dence, Rhode 
Island. 

Other changes at 
the bank included 
the appointment of 
John J. Dempsey as 
assistant manager 
of the safe deposit department; Doug- 
las L. Peacock’s transfer to the post 
of assistant manager of the East Green- 
wich office; the designating of Benja- 
min F, Butler and Robert I. Jodat «s 
assistant managers of the Slater office: 
plus the naming of Gordon C. Meikle- 
john as associate manager, and Miss 
Olga F. Miga as officer in charge of 
the Hope Street office. 











H. N. KITCHEN 
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R. G. Harrop, Jr., former assistan‘ 
vice-president at the La Salle Nationa! 
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Banking Department 
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Interchangeable printing head 
can be installed or removed without 
opening machine. Can be kept in ma- 
chine without printing—simply by 
turning off endorser switch. A head for 
any type endorsement or stamp can 
be prepared—with complete informa- 
tion, including progressive dises for 
changing date and batch number. 








Never before such efficienthy 
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Burroughs Clearing House 





€ automatic check endorsing! 





Only the MICRO-TWIN RECORDER:-READER 
WITH NEW AUTOMATIC CHECK ENDORSER GIVES 
YOU SUCH CLEAN, FAST, EASY, ACCURATE 








FASTER AND MORE ACCURATE! No need to 
reduce speed . . . no more partial endorsements or 
total blanks. The new exclusive sensing device syn- 
chronizes the printing of the endorsement with the 
flow of documentsthrough the Micro-Twinrecorder. 
This assures you of a faster rate of photographing 
and endorsing checks because you don’t have to 
reduce speed, and a complete, distinct, individual 
endorsement in the proper position on each item. 











CLEANER! Operator’s hands never touch an inked 
part. Easily filled ink reservoir supplies cylindrical 
ink pad. To re-ink operator presses a remote control 
lever that releases ink to the roll only when head is 
in printing position and in motion. This eliminates 
possibility of spillage when head is out of machine. 
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CHECK ENDORSING DURING MICROFILMING 


The Micro-Twin with automatic check endorser provides 
you with a new and better way to endorse or cancel 
checks, and to imprint other material on documents at 
the very instant they are being microfilmed. 


True, other microfilm equipment can offer automatic 
endorsement, but ... only the Micro-Twin’s automatic 
check endorser gives you the three important exclusives 
described here. When you consider that the Micro-Twin 
provides you with a combined recorder-and-reader for 
less than you’d expect to pay for the recorder alone, it 
becomes apparent how much you can save in time and 
money with this fine Bell & Howell equipment—useful 
in so many phases of banking. 


Our local branch office, listed in your phone book, will be 
glad to demonstrate these exclusive Micro-Twin extras. 
Burroughs Corporation, Detroit 32, Michigan. 


Wherever. there’ busimess thene’s 


Burroughs [Burroughs 


“Burroughs” and “Micro-Twin" are trade-marks 


changed from the operator’s position without re- 
moving the endorser head, making internal adjust- 
ments, or touching any inked part. Six remote 
control buttons, externally located, can be pressed 
to move the printing discs to any desired position. 


EASIER! Day, month, and batch number can be 
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Bank, Chicago, has joined the A. O. 
Smith Corporation of Milwaukee, Wis- 
consin. He is serving in the newly- 
created post of general credit manager. 


e 


Equally accomplished at painting or 
banking is Sidney Lee Courtney, man- 
ager of the Fenkell-Petoskey branch of 
The Manufacturers National Bank of 
Detroit, Michigan. His talent with the 
brush recently came to light when the 
bank featured a window full of his best 
efforts at the downtown office. 

Included in the display were pictures 





of deer springing across a clearing, 
moose grazing placidly, caribou stalk- 
ing majestically, and many more of the 
hundreds of North American animals 
Mr. Courtney has captured on canvas. 

The pictures are the result of many 
years of combing the wilds for sights 
and experiences essential to a wildlife 
artist. Mrs. Janet Courtney travels 
with her husband on these excursions 
and sets her easel next to Mr. Court- 
ney’s, continuing a mutual interest 
that started many years ago when they 
met in art school. 

“Some day,” said Mr. Courtney, “I'll 
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get an agent who might go to work 
selling pictures for me. Meantime, I’m 
being paid handsomely in the fun I get 
from painting them and being outdoors 
to do it.” 
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Three senior lending officers have 
been advanced to new posts at the Sa: 
Francisco head office of Bank of 
America. 

B. F. Edwards, Jr., vice-president in 
charge of the loan supervision depart- 
ment since 1946, has been assigned to 
top echelon lending duties covering 
all phases of the 
bank’s loan and in- 
vestment activities. 

C. G. Price, vice- 
president formerly 
in charge of the 
bank’s commodity 
loans, has been 
named to head the 
loan supervision 
department for 
Northern Califor- 
nia offices. Succeed- 
ing him in the commodity loan section 
is Assistant Vice-President Everett 
Iversen, who will also serve as assistant 
to Mr. Price. 

Juan J. March, representative of 
Bank of America in Mexico City since 
1952, has been pro- 
moted to vice-presi- 
dent. A _ graduate 
of the University of 
Madrid, he was a 
member of the 
Spanish Depart- 
ment of Justice and 
the Spanish diplo- 
matic service for 
some years, and 
later was engaged 
in export-import 
business in Mexico before joining the 
bank. 

Advanced to assistant vice-presi- 
dents in the international banking de- 
partment are Tito R. Belli, Joseph H. 
Gallarate and George de Vajda. 

Howard L. Topping has been pro- 
moted to assistant vice-president in the 
business development department. 











B. EDWARDS, Jr. 





J.J. MARCH 
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New honors have been heaped upon 
Fred F. Florence, president of the 
American Bankers Association and 
president of the Republic National 
Bank of Dallas, Texas. At a recent 
testimonial dinner in Mr. Florence’s 
honor, Dean Robert G. Storey, of 
Southern Methodist University Law 
School, announced establishment of 
a scholarship fund at the Southwestern 
Medical Foundation, to be known as 
the Fred F. Florence Scholarship Fund. 

Starting with $25,000, the fund will 
be used “for human advancemeut 
through the provision of scholarships 
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Above: one of a number of distinctive treatments by Henry Dreyfuss that demonstrate the great adaptability of the Century Vault Door into any decor and location, 


Why this picture will help you decide even faster 


You’re looking, of course, at the magnifi- 
cent new Mosler Century Vault Door... 
the vault door that, in two years, has be- 
come virtually the symbol of the modern 
banking office. 

Yet the picture above reveals still another 
reason why you and your bank architect 
can reach such quick agreement on the 
Mosler Century Vault Door. 

For the architrave treatment above shows 
you how well the Mosler Century Vault 
Door fits in with anything you or your 
bank architect wants to do. 

Yet your reasons for choosing a Mosler 
Vault Door go far deeper than its impres- 


sive appearance. For you know that, for 
over 100 years, bankers have turned almost 
instinctively to Mosler when they wanted 
protective equipment of unassailable qual- 
ity . . . when precision engineering and 
matchless performance were things they 
wanted to be able to take for granted. And 
never before has Mosler earned in fuller 
measure that confidence than in the new 
Mosler Century Vault Door. 

Would you like more details on this famous 
door and a folio of the architrave sug- 
gestions in full color? Write or wire The 
Mosler Safe Company, Dept. BC-33, 320 
Fifth Avenue, New York 1, N.Y. 


IF IT’S MOSLER ... IT'S SAFE 


% Mosler Safe “” 


World’s largest builders of safes and bank vaults 


April, 1 956 


Note the distinguished modern day gate inside the all- 
stainless-steel Century Vault Door, and how impressively 
the great bolts and intricate time-locks are shown. No 
other vault door combines so uniquely a look of startling 
modern magnificence with a look of traditional security 
$0 fascinating to customers. 





and other forms of aid to deserving 
students, regardless of race, color, creed 
or sex, in the fields of medicine and 
health.” 
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Advanced to vice-presidents at The 
Cleveland Trust Company are A. I, 
Hahn in charge of the estates rental 
department, I. I. Sperling who directs 
advertising and public relations, and 
F, J. Waldeck, head of the main office 
banking department. Other promotions 
are as follows: 

To trust officers: C. W. Whitney and 
E. H. Hagerty. To assistant vice-presi- 
dents: D. H. Conkle, C. S. Cudney, 


A. G. Donkin and C. L. Hahn. 

To assistant treasurers: R. C. 
Hagans, S. Rounds and W. Serne, Jr. 
To assistant trust officers: E. C. 
Eggert, S. P. Nasley and O. R. Keidel. 
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Eight men with a total of 155 years 
affiliation with the Texas National 
Bank of Houston, Texas, have been 
promoted. Harold R. Jones, William 
C. Gardiner, William H. Pugh and 
George R. Darsey have been made vice- 
presidents. Mr. Darsey will also serve 
as cashier. 

A. A. Henderson, who joined the 
bank in 1920, has been named an 
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assistant vice-president, while D. M. 
Vance and Robert L. West have beer 
elected assistant cashiers. Appointed 
assistant trust officer was S. W. Hud- 
son. 
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The Canton (Ohio) National Bank 
has a new president. He is Joseph C. 
Sommer, who succeeds Harley J. Fast 
Mr. Sommer had been a vice-president 
of the Canton bank since 1946. Pre- 
viously, he had served as assistant vice- 
president, assistant treasurer and teller 
in the loan, collection and commercial 
departments of the bank. 
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Moved up to vice-president at the 
Chase Manhattan 
Bank, New York 


Loree II who will 
continue to be asso- 
ciated with the 
managerial group 
handling the bank’s 
business in DPenn- 





He had previously 
served in the far 
western district and 
in the aviation department. 

New president of The Chase Bank, 
wholly-owned subsidiary of the Chase 
Manhattan, is Rob- 
ert H. Craft, execu- 
tive vice-president 
of the American 
Securities Corpora- 
tion. He succeeds 
Edward L. Love, 
who will continue 
as a director. The 
Chase Bank en- 
gages in a_ broad 
range of activities 
in the foreign field. 

Mr. Craft is a vice-president of the 
Investment Bankers Association of 
America and chairman of its foreign 
investment committee. 


L. LOREE II 





R. F. CRAFT 
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Recently elected to the newly-created 
position of chairman at The Second 
National Bank of Red Bank, New 
Jersey, was William B. Lyman, who 
announced his retirement as president 
of the organization. George L. Bielitz 
has been named president and chief 
executive officer of the institution. 
New assistant vice-presidents at the 
bank are Arthur T. Paris and Harold 
B. Millward. 


° 


Edwin W. Hunt, former president, 
has been elected chairman of the Home 
National Bank of Brockton, Massachu- 
setts. New head of the bank is Wayne 
E. Clark. Others promoted were Ray- 
mond P. Paulson and Stanley W. 
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Beneficial in 1955 supplied finan- 
cial assistance to more families in 
more areas than ever before. With 
an increase of 115 offices, opera- 
tions were carried into new states 
and for the first time were extended 
to all ten provinces in Canada. 


When unexpected emergencies 
threaten the family budget Bene- 
ficial extends a helping hand and 
also makes it possible to pay al- 
ready incurred debts . . . this circu- 
lates additional money at the local 
level and aids the national economy. 


sce Beneficial loan is 


for a beneficial purpose. 


¢ largest number of families served 
¢ largest number of offices added 


¢ largest annual earnings -- $16,807,373 















































HIGHLIGHTS 
1955 1954 

Net Income $ 16,807,373 5 15,197,593 
Net Income per Common Share $1.71 $1.55 * 
Cash Dividends paid per 

Common Share $1.00 $0.96 * 
Amount of Loans Made $632,491,082 | $560,524,214 
Number of Loans Made 1,783,979 1,729,161 
instalment Notes Receivable $395,072,833 | $345,331,314 
Number of Offices 978 863 





* Adjusted for 214 for 1 stock split. 











The information contained herein should be read in conjunction with the 
financial statements and notes appearing in the 1955 Annual Report to 
Stockholders. A Copy oF THE Report Witt Be Furnisuep Upon REQUEST. 
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These files can be made any size you specify—easy to stack in battery auto- 
matically—no extra parts. Enthusiastically recommended by bankers and used 
in thousands of banks everywhere. 
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Standard Tubular Wrappers 
Have Extra-Strength Paper 






For fast machine or hand filling, 
Standard Tubular Coin Wrappers 
are precision built to exact sizes. 
Extra strong center seam, special 
quality paper and distinctive color- 
ing make these wrappers an espe- 
cially good buy in 12 standard and 
special token sizes. Write today for 
free colorful catalog and price list. 


Since 1900, wherever 
money is wrapped. 
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MANUFACTURING COMPANY 
WORCESTER 8, MASS. 


A Complete Line of Money Wrappers 





Horsman, who were named vice-presi 
dents, and H. E. Smith, who has been 
appointed cashier. 


© 
W. Sterling Edwards, Jr., who h: 


served as president 


of the Exchange 
Bank of Birming- 
ham, Alabama, 


since 1930, recently 
stepped up to the 
chairmanship. His 
successor as presi- 
dent is R. D. Rus- 
sell, former execu- 
tive vice-president. 
Mr. Russell has been with the bank 
since 1931 and active in the banking 


field since 1910. 





W. EDWARDS, Jr. 


* 

Taking over as president of the Citi- 
zens Bank of Michigan City, Indiana, 
is Elmer W. Heitman. He succeeds 
Thomas M. Blackwood who continues 
as chairman, 

. 


Arnold B. Peterson has been named 
vice-president in the operations divi- 














sion of the Na- 
tional gank = of 
Commerce ot Chi- 
cago, [linois. Sue- 
ceeding him as 
cashier is P. R. T. 
Smith. The bank 
also has appointed 
Elmer A. Strom- 
berg an assistant 


A. B. PETERSON 


vice-president and 
placed him in charge of the credit de- 
partment. A. R. Linhart is 
assistant cashier and assistant manager 
of the first mortgage loan department, 


now an 


while Carleton R. Paulsen has been 
made assistant auditor. 
o 
At the Old Kent Bank in Grand 


Rapids, Michigan, William C. Whitney 
has moved up from auditor to comp- 
troller, William H. Low has advanced 
to auditor. and R. B. Mulder is now 
an assistant cashier. 

« 


One of the country’s youngest bank 
presidents recently took over the reins 
at The First National Bank of Vernon, 
California. He is Leonis C. Malburg, 
27-vear old grandson of the bank's 
founder, John B. Leonis. 

Other promotions at the bank found 
John A. Lifur elected vice-president 
and Timothy E. Ryan named cashier. 


° 


Kent Ravenscroft has been elected 
president ‘and a director of The First 
National Bank of Clayton, Missouri. 
He succeeds Edmund T. Allen, who has 
been reelected chairman. 
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Ir Your Bank does not handle accounts receivable financing, 
CoMMERCIAL CREDIT can help your customers who need more 
funds than are justified under their banking lines of credit. 
CoMMERCIAL CREDIT’s accounts receivable financing functions 
quickly and smoothly, and does not interfere with your bank- 


ing services to these customers. 


ivable 


Any ComMMERCIAL CREDIT CORPORATION divisional office listed 


below will be glad to furnish information to you or your 


customers. 
BattimoreE 1—200 W. Baltimore St. Cuicaco 6—222 W. Adams St. 
Los ANGELEs 14—722 S. Spring St. New York 17—100 E. 42nd St. 


San Francisco 6—112 Pine St. 


Financing 


A Service Available Through Subsidiaries of 


CoMMERCIAL CrEDIT COMPANY 
Capital and Surplus Over $180,000,000 
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A Check Paper 


OWN All Your Own 


EMBLEM 





For maximum protection against alteration or coun- 
terfeiting ... for positive identification ... thousands 
of banks and corporations have their own emblem 
incorporated in the Safety Paper made by La Monte. 







THE WAVY LINES @) ARE 
A LA MONTE TRADE-MARK 





GEORGE LA MONTE & SON, 




















Personal Protection... 


As the jet pilot is provided with a parachute, 
oxygen mask, and many other safety devices 
for his own protection in carrying out his 
mission . . . so safety paper provides protec- 
tion essential in the transfer of money by 
check. In 85 years, the tamper-proof check 
has made our whole business system vastly 
more efficient...and La Monte Safety Paper 
for checks is the choice of a majority of the 


nation’s leading banks. 


Ask your lithographer to show you samples 
. . or we will gladly send them direct. 
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CANADIAN BANKING 








New Way Proposed to 
Aid Canada’s Growth 


Providing money to support Can- 
ada’s growth in the next 25 years will 
require a new approach to present 
money raising methods, Gordon Ball, 
president of the Bank of Montreal, 
stated in a brief to the Royal Com- 











GORDON BALL 


Sees broadened horizons 


mission on Canada’s Economic Pros- 
pects late in February. He suggested 
the formation of a new type of private 
investment corporation with capital 
of $50 million to $75 million to invest 
in new industrial, utility and mer- 
chandising undertakings and in small 
existing ventures in these fields. 

He suggested further that such a 
corporation should be _ staffed -with 
qualified engineering, financial and 
legal personnel to appraise the feasi- 
bility of new projects; that the organ- 
ization should be able to supply either 
equity or debt capital; that it should 
revolve its capital by selling its in- 
vestments in new ventures which have 
succeeded; and that it should invest 
idle funds in any marketable Canadian 
securities. 

“It is inherent in the nature of good 
banking,” Mr. Ball said, “that demand 
abilities should be matched by assets 
of appropriate liquidity, and that a 
sank’s investments should be of a 
short-term nature carefully spaced as 
io maturity. Under these circumstances 

is not realistic to expect that the 
{‘anadian banks will ever be an im- 
portant source of equity money. It 
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By JAMES MONTAGNES 
would be doing an ill-service to the 
Canadian community if they ever do 
become so.” 

Mr. Ball said that there is an 
increasing tendency on the part of 
pension plan and investment fund 
groups to invest a portion of their 
assets in equity securities. Both 
groups, he said, are destined to play 
a more prominent role and exert a 
stabilizing influence in the securities 
market. 

o 


At the same time in another report 
to the Royal Commission, James Muir, 
president of The Royal Bank of Can- 
ada, forecast that by 1965 assets of 
Canada’s chartered banks would 
amount to $20.2 billion, as compared 
to $12.7 billion in 1955 and $7.4 billion 
in 1945. 

Of the increase in bank assets over 
the past decade, Mr. Muir pointed out 
that by far the largest part was due 
to a great gain in the amount of bank 
loans outstanding. In the past ten 
years these have increased by about 
$3.9 billion. By way of contrast, he 
added, bank holdings of securities 
have risen by less than $600 million, 
and of this all but a small amount 
represented increased holdings of cor- 
porate and municipal securities. 

Forecasting for the next decade, 
Mr. Muir stated that bank loans out- 
standing in 1965 will not represent a 
greatly different proportion of bank 
assets than they do now, about 45 
per cent. Bank loans over the next 
ten years can be expected to increase 
by about $3.4 billion to $9.1 billion. 
Security holdings in a decade may 
constitute about the same percentage 
of bank assets as they do today, about 
37 per cent, and would rise over the 
period by $2.8 billion, or considerably 
more than the $600 million they in- 
creased in the past decade. 

Bank services are also changing, 
and the public has been making in- 
creasing use of them, Mr. Muir pointed 
out. There has been a _ marked 
increase in the number of companies 
and institutions using banks to collect 
bills. Since 1945, savings account cus- 
tomers have been drawing an increas- 
ing number of checks on their 
accounts, necessitating bank service 
charges against savings accounts. 

“The banks have since considered 
eliminating the practice of issuing 
checks against savings accounts by 
making a new category of accounts 
available to be known as_ personal 





checking accounts,” Mr. Muir said. 
“No interest would be paid on these 
accounts and check books for use with 
them would be sold. This arrangement 
would make for a better checking 
service than is now possible with 
savings accounts, and it would have 
the advantage of making savings ac- 
counts as a way for the public to 
accumulate and hold their savings. 
Despite the increased volume of work 
the banks are handling and the addi- 
tional services they are rendering, 
they have not increased their charges 
anywhere nearly as much as needed 
to keep pace with the increased cost 
of doing the work.” 


° 4 4 


Imperial Bank Adds 
New Activities 

The Imperial Bank of Canada has 
established a natural resources de- 
velopment department at its Toronto 
head-office. The superintendent of the 
new department is R. J. Redrupp, who 
until recently was manager of the 
main Toronto branch of the bank. He 
has been associated for many years 
with developments in the mining, 
hydro-electric power and allied fields. 

The new department will investigate 











A. CRAIGIE R. J. REDRUPP 


Named to important posts 


the potentials of the resource develop- 
ment fields, gather information and 
statistics concerning new and estab- 
lished development areas, and provide 
financial advice and assistance to cus- 
tomers developing the mineral, lumber 
and other rich natural resources of 
Canada. The bank has branches in 
practically all mining areas of Canada 
and in the lumber areas of the Ca- 
nadian Pacific coast. 

Alec Craigie, manager of the main 
branch of the Imperial Bank of Can- 
ada at Ottawa, has been appointed the 
bank’s representative at London, Eng- 
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land. In his new assignment Mr. 
Craigie will contact banking and busi- 
ness executives in Great Britain and 
on the European continent. The ap- 
pointment marks the first time the 
Imperial Bank of Canada has had a 
representative in Great Britain. The 
bank, as in the past, will continue to 
use correspondent. banks there and on 
the continent for banking transactions. 
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Uranium Find Brings 
Bank Branch Rush 


Uranium in Canada is not only pro- 
viding a mining boom, but it has also 
started a bank rush. Three banks early 
this year quickly established branches 
in the Blind River area of northern 
Ontario where rich uranium deposits 
had been located. While other banks 
plan to move in before summer, the 
Toronto-Dominion Bank was the first, 
occupying a frame building in early 
February. The Canadian Bank of 
Commerce and the Bank of Montreal 
followed within a few days, each with 
an automobile trailer fitted out as a 
bank branch. 

The mining development has _ in- 
cluded the building of new roads and 
the layout of a new model townsite in 
a virgin forest area on Elliott Lake. 


MOREY ORD 
s0L8 * 














Trailer branch, Canadian Bank of Commerce, Elliott Lake, Ont. 


Dress fits environment at this uranium mining camp branch 


Into this setting one bank brought 
its temporary frame structure and the 
others drove their trailers and set 
them on concrete blocks until perma- 
nent bank buildings can be con- 
structed. 

Unlike the staff members of banks 
in settled areas, those at Elliott Lake, 
as at other mining camps, dress as do 
most of the engineers, geologists and 
mine managers with open sports 
shirts, tweed jackets, mackinaws for 
outdoors and high boots to get through 
the heavy snow in winter and the mud 
in the spring season. Bankers in 
mining communities must be prepared 











Bank OF MOonrTREAL 


San Francisco--333 California Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 


New York--64 Wall Street 


650 BRANCHES ACROSS CANADA + 


RESOURCES EXCEED $2,700,000,000 











Interchangeable Desk and Window Blocks 
of Outstanding Quality! 


Also: 


© Perpetual Calendars with and 
without Pen Sets 





WINDOW PLEASE | 
J 









BANK PRODUCTS CO. 


® Holiday and Advertising 
Standards 
© Name Plates—F.D.I.C. Signs 
Famous J. A. Reinhardt & Co. quality 
WRITE FOR COMPLETE CATALOG 


3 PARK PLACE 
NEW YORK 7,N.Y. 
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| erly. 


to climb up on _ bulldozers, stalk 
through bush and stand on platforms 
at diamond drilling rigs. 


° ° ° 


Filmstrip on Checks 


To aid Canadian high school stu- 
dents in their studies of the country’s 
financial system, the Canadian Bank- 
ers’ Association has prepared a film 
strip that thoroughly depicts the func- 
tions and operations of bank checks. 

Entitled “The Story of a Check,” 
the strip begins by showing the vari- 
ous daily uses to which checks may 
be put and how to write a check prop- 
It then tells everything that 


| happens to a check from the time it is 





made out until it comes back to the 
customer: Methods of endorsement, 
preparation for deposit, how a check 
is endorsed by the bank, its listing on 
the ledger sheet, how the checks are 
cleared through the local bank, how 
accounts are settled by the local bank, 
and how they are handled through the 
clearing house and returned to the 
issuing customer’s account. 

A total of 41 film scenes are used 
to tell the story, which was prepared 
for the C.B.A. by Victor K. and Helen 
H. Harshaw of Kingston, Ontario. A 
teacher’s manual that is used with the 
film strip shows each scene and also 
lists all the clearing houses in Canada. 


* e e 
Booklets Review Foreign 


Trade Conditions, Prospects 


Interesting opportunities for in- 
creased Canadian exports to Vene- 
zuela are revealed in a survey pub- 


| lished by the Mercantile Bank of Can- 





ada which specializes in foreign trade 
business. Entitled ‘““Meet Venezuela,” 
it covers in detail the various economic 
aspects of Venezuela and gives a broad 


| and clear picture of the products in 


which the country is self-sufficient and 
those in which it is not. 

In conjunction with its annual re- 
port the Royal Bank of Canada has 
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issued a “Review of Conditions in 
Cuba, the West Indies, Central and 
South America” where the bank has 
branches. The review deals separately 
with the business and trade conditions 
in each of a number of countries in- 
duding Cuba, British Honduras, 


Republic, Puerto Rico, St. Kitts, Mont- 


Barbados, Trinidad, British Guiana, 
Colombia, Venezuela, Peru, Brazil, 
Uruguay and Argentina. 
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Children’s Passbooks 
Feature Drawings 


children, the Canadian Bank of Com- 
merce has de- 
signed a special 
junior depos- 
itor’s savings 
account pass- 
book. In addition 
to the usual en- 


pennaseroennrsenanmanentees et ernneeneenecenee tn ances, 


passbook fea- 
tures pictures 


things that can 
be bought with 
the savings; a 
camera, baseball, 
skates, type- 
writer, bicycle, etc. A short foreword 
in the passbook tells the importance 
of regular savings, what can be pur- 
chased with such savings, and how 
the savings deposits earn interest and 
help Canadian business. 








Pictorial 
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Personnel News 



























national monetary authorities in the 
Middle East, has been appointed econ- 


office at Toronto. 


a 


of the Montreal Trust Company, Mont- 
real, has been elected a vice-president 
of the company. 
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C. F. Mackenzie and J. W. Rose Jr. 
have been appointed assistant general 
managers of the Canada Permanent 
Mortgage Corporation. Mr. Mackenzie 
has been manager of the Halifax 
branch since 1937. Mr. Rose has been 
secretary at the head-office at Toronto. 
W. G. W. Robinson has been appointed 
superintendent of branches of the 
Canada Permanent Mortgage Cor- 
poration at the Toronto head-office. 
He had been serving as an inspector 
ot branches. 
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Jamaica, Bahamas, Haiti, Dominican | 


try columns, the | 





serrat, Antigua, Grenada, Dominica, | 


To promote savings among school- | 


showing the | 


Alec McLeod, formerly with inter- | 


omist of the Toronto-Dominion Bank, | 
with headquarters at the bank’s head- | 


Donald E. Kerlin, general manager 




















Here’s a helpful 
service you can use 


> 
Monthly Review 
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TT BANK OF NOVA SCOTIA issues 
each month a comprehensive 









and authoritative review of Canadian and World 
affairs from a Canadian viewpoint. 


Thousands of business men find the Monthly 
Review of The Bank of Nova Scotia helpful and 
profitable reading. 























The Monthly Review is yours for the asking. 
We will be glad to add your name to our mail- 
| ing list. Just fill out and mail the coupon below. 
















e Your Partner In Helping Canada Grow 
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Publicity Department V-46 j 
The Bank of Nova Scotia 
44 King St. West, Toronto, Ontario i 


Please put me on your complimentary mailing list to receive 
the Monthly Review. Also please send me copies of recent 
Reviews checked below. 


Name. 











City Prov. 
Company 





] The Trend to Bigger Cities 

_] The Canadian Market for 
Automobiles 

[) Canada’s Changing Population 

(-] Canada’s Trade with the 
Caribbean 


[] The Last Best West 


[] Coffee, Tea and Cocoa Since 
the War 

[] Accumulated Needs for Social 
Capital 

[] Canada’s Monetary Dilemma 
(] Canada’s National Debt 

() Renewed Expansion in Cana- 
dian Business 
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More Net Income From 


Your Banks Portfolio 


A better understanding of the most 
judicious and effective use of tax-free 
state and municipal bonds and U. S. 
Government bonds may help you in- 
crease the net earnings after taxes 
from your bank’s investment port- 
folio. The management of these types 
of investments requires an intimate 
knowledge of the Federal Income Tax 
Law as applied to banks, research 
facilities, technical investment know- 


THE 


ledge and continuous close attention 
to market conditions. 

As one of the nation’s largest under- 
writers and dealers in municipal bonds 
and as a leading Government bond 
dealer, The Northern Trust will be 
pleased to review your present invest- 
ments and discuss your needs in terms 
of a balanced program. We will be 
happy to have an experienced Bond 
officer call at your convenience. 


NORTHERN TRUST 


COMPANY 


Northwest Corner LaSalle and Monroe Streets, Chicago, lilinois 
NEW YORK REPRESENTATIVE: 15 Broad Street, New York 


MEMBER FEOERAL DEPOSIT INSURANCE CORPORATION 
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THE BOOKLET COUNTER 











Getting and Holding Good Em- 
ployers . . . Here is another of the 
U.S. Chamber of Commerce’s excellent 
studies on industrial development. It 
will add considerably to the body of 
information being accumulated by 
banks and other financial organiza- 
tions actively concerned with the eco- 
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COAMBER OF COMMERCE OF INE GHITED STATES - WASHINGTON. 8. 











How to create right “climate” 


nomic growth and stability of their 
communities. The booklet outlines the 
responsibilities of both the community 
and its employers in creating a good 
economic climate, and discusses the 
variety of ways that climate affects 
business costs. It then suggests a pro- 
gram for improvement in the com- 
munity through constructive action. 
Of special value is a “checklist of 
factors affecting the business climate,” 
which is contained in an appendix to 
the booklet. 


The Variable Annuity . . . “The 
public, although it may not be aware 
of the debate over variable annuities,” 
writes the author of this booklet, “has 
more than a bystander’s stake in it. 
For if the backers of this new re- 
tirement program are right, the pub- 
lic may obtain some protection against 
inflation and earn a higher return on 
its savings. Opponents challenge the 
soundness of the plan.” The author, 
who is a business administration pro- 
fessor, then discusses the key ques- 
tions raised by the debate—how the 
variable annuity plan works, its ad- 
vantages and disadvantages, and how 
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it differs from a conventional annuity. 
Here is a thorough study that will be 
of interest to all financial officers. 


Tellers’ Instructions . . . This 
booklet, prepared by a large New York 
City bank, presents concisely the 
many rules a teller must follow on his 
job. It details steps in handling the 
cash drawer, packaged currency, pay- 
rolls, deposits, exchange, etc., and in 
cashings checks for customers. It con- 
cludes with 25 important points for 
the teller to remember, such as “do 
not depend on mental computations,” 
and “adopt a uniform procedure and 
always follow it.” An excellent model 
for other banks that wish to create 
similar booklets for their own tellers’ 
use. 


Boat Financing . . . This offering 
consists of two articles reprinted from 
“The Boating Industry” magazine 
that point the way to increased rev- 
enue from the financing of retailers 
and prospective owners of boats. In 
one article, the president of a large 
Virginia bank says, “There is no rea- 
son why the American banking com- 
munity cannot finance the same per- 
centage of pleasure craft as auto- 
mobiles.” The article then recounts 
the bank’s experiences and _ gives 
pointers for other banks interested in 
boat financing. The other article is 
slanted toward the boat retailer but 
also contains information of value to 
lending officers. 


Modernizing the Nation’s High- 
ways... For the banking or other 
financial officer interested or active 
in civic affairs, here is speech-making 
material on a foremost subject of 
today—the ways and means of im- 
proving the country’s highway system. 
The booklet was prepared by the 
authoritative Committee on Economic 
Development and takes up the cardinal 
questions of “How should responsi- 
bility for highway improvement be 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











divided among the various levels of 
government?” and “How should the 
costs of highway construction be di- 
vided between the general taxpayer 
and the highway user?” 


The Proxy Battle . . . Here is a 
timely analytical discussion of the 
large-scale “proxy contests” that have 
swept the country in the past two 
years. The author, a Dartmouth Col- 
lege business administration profes- 
sor, discusses the troublesome question 
that besets corporate management 
today: “How democratic should stock- 




















THE PROXY BATTLE 


Challenge to Management-Stockholder Relations 








The Ames Tuck Schoo of Business Administration 

















Current management problem 


holder participation be?” He shows 
how generalities about proxy battles 
being good or bad are misleading, and 
how the analysis of each proxy battle 
involves a host of issues. He then or- 
ganizes these issues into a coherent 
framework for those who want to go 
beyond oversimplification in their own 
examination of the subject. ““Manage- 
ment must be willing,’ concludes the 
booklet author, “to go beyond the 
stereotyped view of a stockholder rela- 
tions program.” 


Corporate Fiduciary Bonds . . . 
Corporate fiduciary bonds and their 
role in protecting the assets of estates 
are discussed in detail in this booklet, 
which was published by a surety asso- 
ciation. The booklet discusses safe- 
guards such as joint control and 
periodic reviews or accountings which 
fiduciaries generally are required by 
law to file; loss prevention and loss 
payment; the advantages of corporate 
over personal suretyship, etc. 
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COURT DECISIONS 





By FREDERICK C. FIECHTER, Jr. . 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Accounts Receivable 
Assignment 


The importance of complying with 
a state’s assignment of accounts re- 
ceivable act was pointed up in this 
case, for bank officers who may have 
occasion to advise customers in similar 
matters, or whose bank may become 
a party to a similar deal. The case, 
which came before the Michigan Su- 
preme Court, involved the assignment 
by a contractor of money that would 
become due to him in the future. 

The contractor, who was to pave 
certain streets for one, Lockwood, ob- 
tained materials for the job on credit. 
When the paving work was done, the 
materiel supplier sued the contractor 
to collect some $4,700. 

Thereupon, the contractor executed 
a written assignment to the supplier 
of $2,700 the contractor had coming 
from Lockwood, plus 10 per cent of 
future amounts to become due from 
him. As a result of this action, the 
supplier took no further steps in court. 

A receiver was appointed for the 
contractor, and when the paving job 
was done, Lockwood delivered a check 
in payment made jointly to the con- 
tractor and the supplier. When the 
contractor’s receiver refused to en- 
dorse the check, the supplier petitioned 
the court to require him to do so. 
Whereupon, the receiver filed a cross 
petition to require the supplier to en- 
dorse the check. 

Both the lower court and the Su- 
preme Court found in favor of the 
receiver, because of the creditor’s 
failure to comply with the Assign- 
ment of Accounts Receivable Act. That 
act reads in part: “...in the event an 
assignment of an account receivable 
is made as security for an antecedent 
indebtedness other than pursuant to 
a written agreement by the assignor 
to do so made at or prior to the time 
when such indebtedness, or any part 
thereof, was first incurred, such as- 
signment shall not be deemed to be 
so perfected unless at the time of the 
delivery thereof a notice of assign- 
ment is on file, or if not then on file, 
intil such a notice of assignment is 
0 filed.” 

The creditor conceded that the as- 
ignment was in consideration of an 
antecedent debt but contended that 
ince it was an absolute assignment 
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no notice was required. The court dis- 
agreed stating that the assignment 
did not bar the creditor from satisfy- 
ing its claim out of other assets of 


the debtor, and that therefore it was | 


an assignment for security. 


In Re George Stuart, Inc., 73 N.W. 


2d 293 (1955). 


¢ > Sd 


Bank as Loss Payee 
In Insurance Policy 

California’s Supreme Court has 
made it clear that a bank that re- 
ceives fire insurance proceeds as the 
loss payee is under an obligation to 
distribute such proceeds in strict ac- 
cordance with the interests of the real 
owners, and to make full disclosure to 
all persons concerned as to how the 
funds are being paid. 

The storage facilities of the Sunny- 
side Winery were operated as a field 
warehouse by the Lawrence Ware- 
house Company. The warehouse in- 
ventory showed that certain gallonages 
of the wine it held were owned sep- 
arately by the Ferro, Monarch, Fed- 
eral, Cella and Sunnyside wine com- 
panies. All of the wine was destroyed 
by fire, prior to which the Sunnyside 
company had paid the premiums pur- 
suant to contracts with the owners. 
The Sunnyside company had also 
maintained insurance on its buildings 
and equipment. 

The bank was the loss payee in all 
of these insurance policies which it 
held as collateral security for loans 
to Sunnyside. The bank also retained 
possession of the policy even though 
there were no loans outstanding, in 
order to facilitate the making of new 
loans. 

Sunnyside owed $81,000 which was 
secured by bonds and a deed of trust 
and a chattel mortgage on Sunnyside 
plant and equipment. It also held 
$4,000 worth of trade acceptances on 
which Sunnyside was in default. The 
President of Sunnyside owed the bank 
on an unsecured personal note, and 
Ferro and Monarch also owed the 
bank. These latter debts were secured 
by warehouse receipts and by un- 
secured trade acceptances. 

After the fire, the bank insisted 
that Sunnyside endorse the insurance 
payment drafts and that the bank be 





Safeguard Confidential 
Papers from Pryi 








SHREDS COME OUT 


ae, im HERE 
Bam” 10 


Portable office paper shredding machine 
quickly, easily, and effectively destroys 
confidential papers and obsolete records 
in your own office. Quiet, compact. Safe 
and easy to operate! New low price! 


FREE 10-DAY TRIAL. 
Write for free illustrated descriptive folder 
with details of 10-day trial. 


Ask for brochure # 20 


Fhe SHREDMASTER @../. 
9 East 40th Street, New York 16, N. Y. 


Manufacturers of the most complete line of 
Office and Industrial Shredding Machines! 
A Division of Self Winding Clock Co., Inc. 




















Why Pass Up Extra Commissions? 


Leading passbook manufacturer now has sev- 
eral territories open for aggressive men call- 
ing on banks to sell all types of passbooks 
and pocket check covers. Commission basis. 


WILLIAM EXLINE, INC, 
Cleveland 13, Ohio 





1270 Ontario Street ¢ 
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Banker and American Surety man 
team up to foil bandits 


Last week in a medium-sized bank, these 
two men—the banker at left and the 
American Surety Bank Protection Spe- 
cialist at right—sat down together to deal 
with one of the toughest problems con- 
fronting bankers today: How to protect 
the bank against the rising tide of crim- 
inal violence and embezzlement. 


A patient and painstaking analysis of the 
bank’s security measures uncovered a 
number of vulnerable points that could 
be corrected, and these were remedied on 
the spot. A check of the bank area used 
by the public disclosed good locations for 
“Hot Money Cards,’—printed warnings 
to any bandit “casing” the bank that iden- 
tifiable money is kept in all tellers’ cages. 
As an added measure of security, the 
American Surety man provided a supply of 


“Holdup Cards,” brief instructions which 
are posted inside tellers’ cages and other 
working areas telling employees what to 
do before, during and after a holdup. 

It was a routine day for the American 
Surety man. Next day, he was at another 
bank doing the same thing. It’s his job— 
just part of the service American Surety 
offers to all banks, free of charge. 

If you'd like a Bank Protection Specialist 
to visit your bank—or if you want some 
“Hot Money” and “Holdup” cards—just 
call your local American Surety Agent. 
He’s a neighbor of yours and he’ll be glad 
to arrange it for you. If you don’t know 
his name, write to us and we'll supply it 
promptly. American Surety Company, 
Agency & Production Department, 100 


Broadway, New York 5, N. Y. 
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the last to endorse them, and to collect 
them and control all the proceeds. 
However, unsecured creditors of 
Sunnyside attached the moneys in the 
hands of the insurers. The bank col- 
lected over $85,000 from the insurers 
of the wine and $183 from building 
and equipment insurers. These moneys 
were not kept separate but were com- 
mingled. Subsequently, Sunnyside be- 
came insolvent and neither Ferro nour 
Monarch were paid for the wine that 
they lost in the fire. They then brought 
the action to hold the bank responsible. 

The opinion of the court below, 
holding in favor of the plaintiffs, was 
affirmed. 


PONTO Veh .cc2--:. ; Monarch Wine Coim- 
pany V. .:........-- , 282 P. 2d 849 (1955). 
= o +. 


Thoroughness: a Byword 
in Trust Operations 

The ever-present necessity for 
thoroughness in the trust department’s 
operations was clearly demonstrated 
by this case. The litigation came about 
because of the manner in which a 
trust company sold some corporate 
stocks that had been pledged to the 
trust company as collateral on a 
promissory note, later defaulted. 

The promissory note contained this 
language: “Upon the non-payment of 
this note... the Trust Company shall 
have the right to sell, assign and 
deliver the whole or any part of the 
property hereinabove specifically de- 
scribed ‘at any time or times 
either at the New York Stock Ex- 
change or at any other Exchange or 
at any broker’s board, or at public 
or private sale, either for cash or on 
credit or for future delivery, without 
demand, advertisement or notice, 
which are hereby waived... Upon any 
sale as aforesaid, the Trust Company 
may purchase and hold the whole or 
any part of the property sold, free 
from any claim or right of redemp- 
tion of the undersigned, which is 
hereby waived and released.” Upon 
default on the note, the trust com- 
pany sent to the widow and three of 
the children of the deceased debtor, 
and to their attorney, written notice 
that the collateral would be sold at 
public auction at a certain time and 
place. Notice of the sale was also 
published in two New York City morn- 
ing newspapers, and the collateral 
stocks were listed in the printed 
catalog of the auctioneer. No one 
representing the family appeared at 
the sale, and the stocks were struck 
down in one lot to the trust company. 

The court held that the public 
notice of sale was defective in that 
its description of the property was 
incomplete, so that the sale itself was 
entirely void. The number of shares, 
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provide 
complete 


coin handling 


with. . 


MODEL 250 


BRANDT AUTOMATIC CASHIER 
COIN PAYING MACHINE 


Upon the depression of a single key, coins are 
ejected from the coin magazine and roll on 
edge quickly and quietly down the delivery 
chute into the cup from where they are easily 
removed by the customer. The delivery chute 
may be placed on either side of the machine 
and can be supplied in various lengths to suit 
specific requirements. 


MODEL 150 


BRANDT AUTOMATIC CASHIER 
COIN PAYING MACHINE 


Coins are deposited into a 
hopper upon the depression 
of a single key. With slight 
backward pressure on a trap- 
door forming the base of the 
hopper, coins fall into the 
operator's hand and are 
passed by him to the customer, 


BOR A ON OD OUT 


AUTOMATIC CASHIER COMPANY 






Watertown © Established 1890 © Wisconsin 








““Brandt'’ and ‘'Cashier’’ registered United States Patent Office and Canadian Trade Marks Office 





For the best of service to 


your customers... a saving 
of time to you and assur- 
ance of absolute accuracy... 
you should have a complete 
installation of BRANDT 
equipment. 


Every machine in the 
BRANDT line is the finest 








of its type. 





Machines 






MODEL SL 


BRANDT 
COIN SORTER AND COUNTER 


This motor driven machine sorts and counts 
batches of mixed coins with great speed and 
deposits them by denomination in receptacles 
that are readily removable from the machine. 
The count is recorded by denomination on 
individual counting dials in terms of dollars 
and cents. 


MODEL CHM 


BRANDT 
COIN COUNTER AND PACKAGER 


Motor driven. Handles all 
coins from pennies to silver 
dollors, inclusive. Mechanical 
improvements make for speed- 
ier packaging of coins with 
less effort. Hand operated 
machine is also available. 


) 


All Brandt machines are 
finished in a rich tone 
of gray baked-on enamel. 








ARE YOU 
REALLY 
COMFORTABLE 
IN YOUR 


CHAIR 


? 





You will be in a Harter chair 


that adjusts to fit you 


You don’t have to put up with uncomfort- 
able seating. With a Harter executive pos- 
ture chair you get comfort tailored to fit 
you; not just the average man. Precise 
handwheel adjustments do the trick. 


You can discard the loose pillows and 
cushions —this chair is completely comfort- 
able, “as is.” Seat and back are deeply 


cushioned with molded foam rubber. 


The compact design of these chairs is 
right, too. Short arms let you get up close 
to your work without sitting on edge. Always HARTER MODEL 67-T 

ia EXECUTIVE POSTURE CHAIR 
you have the comforting support of the 


backrest at just the right spot. But, you can lean back to relax. 


Your choice of metal finishes and durably beautiful upholsteries. 
Every detail is flawless — that’s Harter quality! 





Write for informative booklet, “Posture Seating Makes 
i Sense.” We'll send name of our nearest Harter Dealer. 
4 Harter Corporation, 433 Prairie, Sturgis, Mich. 


ALRITE IR “cuare's. 


STURGEI#S, MICHIG 





the name of the company, and the 
state of incorporation was all that 
was given. No information whatever 
was given to the reading public as to 
what, if anything, those shares repre- 
sented. There was no disclosure as to 
what kind of business, if any, the 
corporation conducted or as to what 
their assets or liabilities were, and no 
statement that the shares offered for 
sale were the whole outstanding ca))- 
ital stock of the corporations. 

“If these had been listed or other- 
wise well-known stocks,” declared the 
court, “the description might have 
furnished a sufficient clue... But all 
we had here were the meaningless 
names of four of the innumerable 
business corporations chartered in 
New York State.” (Public records 
show that in the early 1930’s more 
than 20,000 business corporations were 
chartered annually in New York State. 

A pledgee’s duty adequately to ad- 
vertise his sale is not imposed by any 
statute but by “the general maxims 
of equity” which govern pledges, said 
the court. Equity assigns to pledgor 
and pledgee a trust relationship with 
resulting obligations on the pledgee. 
One of those obligations (on mort- 
gagee and pledgee) is to use every 
effort to sell the estate under every 
possible advantage of time, place, and 
publicity. The pledgee must do noth- 
ing to impair the pledge’s value. A 
notice of sale which does not identify 


_ the property sold is insufficient. 


The court found that the notice must 


| contain at least enough information 








to alert investors and to invite com- 
petition, and that the power conferred 


| on the pledgee left intact the law’s 


own requirements that every such sale 
should be conducted in good faith, 
because the pledgee under such an 
agreement may become the purchaser, 
which made it all the more necessary 
that the law’s insistence on ample 
notice be heeded. “We need not add,” 
concluded the court, “that our refer- 
ences to good faith carry no implica- 
tion that the lender here was guilty 
of actual bad faith.” 

In Re Kiamie’s Estate, 130 N.E. 2d 
745 (1955). 


e ° e 


**Reasonable Publie 
Demand” 

Some finer points as to what con- 
stitutes “reasonable public demand” 
were drawn by the Minnesota Su- 
preme Court in determining if the 
action of the State’s commerce depiurt- 
ment was well-advised in granting a 
certificate to transact business to an 
industrial loan and thrift company. 

In the area in question there was 
only one other industrial loan «and 
thrift company serving 120,000 peo- 
ple, of whom 50,000 were employed. 
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Charles H. Hoeflich 
Vice President in charge 
of the Philadelphia 
National Bank’s 

new Penn Center Office 





April, 1956 


FIRST CHOICE of Men with Vision 
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DIEBOLD-BASIC VAULT DOOR 


selected to grace new Penn Center office 
of Philadelphia National Bank 


Because of the natural beauty of its lines and the architectural harmony 
of its mass and texture, a Diebold-Basic door was first choice of the 

men who planned the vault of The Philadelphia National Bank’s 

New Penn Center office. Frederic A. Potts, President of Philadelphia 
National Bank says, ‘““The Diebold-Basic Vault Door at Penn Center 
branch is beautifully conceived. and is a far cry from the old type door 
we all remember so well.” Through glass walls from street to ceiling, 
from corner to corner, the friendly secure banking service of the 

Penn Center office is exposed daily to thousands of commuters as they 
enter and leave center city Philadelphia. 


a 


For giving substance to your vision of beauty, styling and security 
in modern banking equipment, write or call Diebold today. 


Manufacturers of the World’s Finest Banking Equipment 


Diebold’ 


903 Mulberry Rd., S. E. ©@ Canton 2, Ohio 





i et WERDER 
nen cement 


a  cecodadabiehaieeinimmaetoaes 


New Quarters: Penn Center Office, The 
Philadelphia National Bank. 


Architect for 
banking quarters: Hatfield and Malkus. 
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No- othon posting Tuy ond, 
Stand, offer auch, apeed, 


flexibility ond, features! 



















EXTRA COMPRESSION 
CONDITIONS SHEETS 
AND GIVES ADDED 
FIRE PROTECTION 


COMPRESSORS EXACT 
SHEET SIZE 


MAGIC KEY 
FOR TWO-WAY 
CAPACITY CONTROL AUTOMATIC 
THREE POSITION 
OFFSET RAIL 

AUTOMATIC 
| SHEET POSITIONING SIGNATURE 
CARD FILES 


TWO-WAY 
PULL OUT SHELF 


ADJUSTABLE 
STAND HEIGHT 


ADJUSTABLE 
LOAD CONTROL 


PROJECTING CROSSBAR 
ENTIRELY ELIMINATED 


Le frebure 
MAGIC KEY TRAY-BINDER 
on Hi-, 6 STAND 


Built sturdily to last longer. Ease of operation 


improves employee morale. From the world’s 


Ask for largest manufacturer of posting trays and stands. 
Demonstration . . 


Representatives 

in Most 
Principal Cities 
CORPORATION 


e Febute 





CEDAR RAPIDS, IOWA 
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| per cent per 
| that, after the first six months, the 








There were also in the area 176 manu- 
facturing concerns, over 586 retai! 
establishments, about 230 wholesale «s, 
jobbers and distributors, and 50 se:y- 
ice establishments. There were 9 
commercial banks, 28 credit assoc 'a- 
tions, 2 savings and loan associatio.s, 
and 11 small loan companies. 

In petitioning for the permit cone 
of the witnesses stated that the in- 
dustrial loan and thrift company 
would serve a segment of the popula- 
tion that could not borrow funds on 
a balance-sheet basis from commer- 
cial banks, but that was deserving of 
credit at a much lower rate than 36 
annum. He estimated 


proposed company would have 100 
borrowers with a loan portfolio of 
approximately $75,000. He estimated 
further that, after the first year of 
operation, the company would have 
about 200 borrowers with $150,000 
outstanding and, after the second year, 
about 400 borrowers with about $300,- 
000 outstanding. 

Quoting its opinion in an earlier 
case on the public’s need, the court 
said: “It is difficult to give to the 
words ‘reasonable public demand’ a 
clearer meaning than they carry with- 
out definition. They do not necessarily 
imply a public outcry or agitation for 
additional banking facilities. They do 
not necessarily negative the existence 
of adequate banking accommodations. 
They suppose upon the part of the 


| community a desire of a character so 


substantial as to make the bank wel- 
come and insure an amount of busi- 


| ness sufficient to promise it success.” 


| ture of the proposed company 


In addition to the “reasonable pub- 
lic demand” factor, the court found 
the requirements for the issuance of 
a certificate to be as follows: (1) that 
the statutory requirements respecting 
establishment of the financial struc- 
have 
been met; (2) that the applicants are 
of good moral character and financial 
integrity; (3) that the probable vol- 
ume of business in such location is 
sufficient to insure and maintain the 
solvency of such company and the 
solvency of the then existing company 
or banks in such locality without en- 
dangering the safety of any such com- 
pany or bank in the locality as a place 
for investing or depositing public or 
private money; and (4) the company 
will be properly and safely managed. 

The court went on to say that the 
responsibility for the findings of fact 
rested on the department of commerce 
and that, “The department may take 
into consideration the potential mar- 
ket, including such evidence as popula- 
tion of the area served, occupation 


| and income of the inhabitants of the 


| 


| area, 


existing competing estab! sh- 
ments, and other evidence of a sim lar 
nature. So viewed realistically, the 
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The Birmingham 
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- Lend a Dignity 
IB of the Centuries 
Z TO YOUR 
Financial 
Institution 





Time, Temperature and the 
Beautiful “Voice of the 
Chimes”... @ gracious 
symbol of Service to 


your community 


THE EXCELLENCE OF DOING THINGS certainly reflects the repu- 
tation and integrity of any institution. When you serve your com- 
munity, do so proudly and with dignity—knowing it is your finest 
effort. Have this latest PECO-McClintock “SHOREWOOD” — 
combination Chime Clock and Thermometer installed on your 
building. Truly modern, this beautiful, easy-to-read clock will 
attract more favorable attention than anything you have ever done. 
The large illuminated numerals tell the exact temperature and, of 
course, the ‘Voice of the Chimes”’ resounds your friendly greeting 
every fifteen minutes telling friends, neighbors and prospective 
customers of your desire to serve. 


SINCE 1908 . . . through Heat, Cold, Rain and Snow, PECO- 
McClintock Chime Clocks have been keeping accurate Time on 
thousands of financial institutions from coast to coast—paying 
their owners well in leadership, prestige, and good, sound, truly- 
distinctive advertising. 


ORDINARY SIGNS can only grasp split-second attention from 
the passing public. But your PECO-McClintock Chime Clock 
with its beautiful ‘‘voice’ literally ‘‘lives’’ and reaches out for 
attention—actually, the public will immediately look to your in- 
stitution—to know the time and temperature. PECO-McClintock 
Chime Clocks are the most dignified attention-gathering instru- 
ments ever offered to financial institutions. Every quarter-hour they 
extend your greeting by the friendliest music of the centuries— 
“The Voice of the Chimes’. 


PECO-McCLINTOCK CHIME CLOCKS ARE EXCLUSIVE ... Yes, 
“yours exclusively”, because only one of a design is ever placed 
in a community. They are not just a “sign”, they are an emblem 
—an escutcheon of an institution proud and jealous of its name. 


MORE THAN TWENTY beautifully illuminated designs and sizes 
including temperature models to select from: two-dial, three-dial, 
four-dial, pedestal and revolving models. Write today for complete 
information—no obligation. 


CHIME CLOCK DIVISION 


Protecti Equi tc I 
gpuree rotection Equipment Co., Inc. 








2924 Emerson Ave. So. 


Minneapolis 8, Minnesota 
Grade “A” Vault Alarms ¢ Nite-N-Day Depositories ¢ Vault Doors * The 


Other PECO Products | Freomat Avto Banker Drive-in Fixtures ¢ Walk-up Wickets * Safe 


Deposit Boxes ¢ Vault Ventilators ¢ "StormGuard” Flood Control 








evidence presented was sufficient to 
justify the inference that from -h. 
potential market there is a desire o: 
the part of the people for the service; 
offered by applicant and, therefore 
that there is a reasonable public de 
mand.” 

State v. Department of Commerce, 7::; 
N.W. 2d (1955). 
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Satisfaction of Judgment 

A North Dakota statute gives the 
state banking examiner discretionary 
power to execute any documents neces- 
sary to validate irregular or void 
transfers or assignments that may 
have been made in the course of re- 
ceivership of an insolvent bank. 

Recently an action was brought by 
a judgment debtor to set aside an as- 
signment of a judgment executed by 
the receiver of an insolvent state bank. 
At first a lower court found in favor 
of the plaintiff. Later, however, the 
state supreme court reversed the deci- 
sion and held that when the state bank 
examiner filed his disclaimer of inter- 
est in the judgment, the judgment 
debtor’s interest was extinguished. 

The court said that the judgment 
debtor’s right to bring an action to set 
aside an assignment of a judgment 
arose out of his right to be legally cer- 
tain that satisfaction or enforcement 
of the judgment by the assignee would 
extinguish the judgment and his li- 
ability thereunder. 

In the instant case, however, the 
state examiner before trial filed a dis- 
claimer of all interest in the judgment 
assigned by the receiver to the de- 
fendant. This action, said the court, 
exacted that the satisfaction or en- 
forcement of the judgment by the 
assignee, the defendant, would extin- 
guish the plaintiff’s liability. Thus, the 
court ruled, “Its effect was to extin- 
guish plaintiff’s litigable interest in 
this law suit.” 

Olav Heller v. C. Torgerson and W. C. 
Sveen, 71 N.W. 2d 322 (1955). 


SHIFT IN 
INTEREST RATES 


CONTINUED FROM PAGE 47 


folios. Certainly the changes in the 
interest rate structure that have been 
developing in recent years require such 
flexibility. Since the problems of no 
two banks are alike, each banker must 
examine his own income and liquidity 
requirements and develop lending and 
investment programs which will pro- 
vide the freedom of action that is 
necessary in order to meet chang:ng 
money market conditions. 
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THIS MOSLER REVO-FILE DEMONSTRATION SHOWS... 
How you can change to money-saving rotary 
card filing, with your present cards! 


% 
See 


f 





<=NOTICE? CARDS ARE NOT 
ATTACHED IN ANY WAY! 









1. No wonder 8 out of 10 leading banks (by deposits) from slow-poke, money-wasting drawer files to Revo-File. 
are using Revo-Files to gain the proved money-saving ad- Just pick up your present cards by handfuls, drop ’em into 
vantages of rotary card filing. For no punching of signature a Revo-File and go to work. Revo-File is the only single- 
cards or personal credit records is required when youchange drum rotary card file of its type that lets you do this. 








a 


2. No chance of losing cards! Revo-File 3. Since cards are not attached, one or 
has an exclusive, patented method of hundreds can be removed and re-filed 
holding cards in drum without relying on _ instantly. Easy to place Revo-File in most 





For big-volume card-filing! The new 
Mosler Roto-File can accommodate 


holes punched in cards or other methods 
of attachment. which often cause wear, 
mutilation, and eventual ‘“‘fall out” of 
cards from drum into base of file. (No 
trapdoor needed in Revo-File.) 


comfortable working position. Cards come 
to clerk, not vice versa. All standard and 
most off-standard cards accommodated. 
Manual and automatic electric selector 
models. Special Hi-Boy model for clerks 


more than 80,000 cards. Has all the 
exclusive features of Revo-File .. . on 
a bigger scale. Electrically controlled 
drums rotate independently—several 
clerks can work at same time. 








who work in standing position. 
<a 





If you have 3,000 or more active cards \ ¢ 
which are used continuously for refer- 




















ence and posting, mail coupon, today! \ Revo-File, Roto-File Div. e The Mosler Safe Company, Dpt. BC-10, 320 Fifth Ave., New York 1,N.Y. l 
\ Please send me complete information about (check items you wish): | 

Rael Q O Mosler Revo-File, world’s finest rotary card file. () Mosler Automatic Electric i 

Es Selector Revo-File. (1) New Mosler Roto-File for volume card-filing applications. i 

ca i POSITION ! 

| | 

|] BANK i 

ADDRESS | 

Another fine product of ! 

| city, ZONE STATE i 

The Mosler Safe Company essing tensive Ginhens tnne staneeneaieiantanenincendnpemnemianiainenaan amet enrennea 


April, 1956 





BY APPOINTMENT 
TO HER MAJESTY THE QUEEN 
PATENT LOCK AND SAFE MAKERS 





























































































































































































































A very large Chubb Safe Deposit Installation with 
Treasury Doors was supplied to the Head Office of an 
important Eastern Bank. The Depository itself is on 
two levels, with the main entrance door conveniently 
sited to give easy access to both upper and lower floors; 
every inch of space is thus utilized to the full. The room 
is fully air-conditioned, and the lighting fitments are an 
integral part of the design. 





The installation is another fine example of the Chubb 
Custom-Built Design Service. For all security problems 
get into touch with the Chubb Organization. 


C H UB B provide world-wide service from their 


factories at Toronto, Canada - Sydney, Australia 
Johannesburg, South Africa - Wolverhampton, England 
and agents in every principal country 


CHUBB & SON’S LOCK AND SAFE CO. LTD. 
175-176 TOTTENHAM COURT RD., LONDON, W.1 


























SAVINGS-LOAN 
LIQUIDITY 


CONTINUED FROM PAGE 41 


with liquid funds which may not be 
available during periods of economic 
stress. It is important, therefore, four 
managers to take into consideration 
that these pre-payments are being 
made and to be aware that the dollar 
amount of payments which may be re- 
ceived in a period of economic stress 
may be less than are now being re- 
ceived. 

Association managers should also 
devote a great deal of study to making 
an analysis of the composition of their 
liquid assets. While the requirements 
for cash may vary widely among asso- 
ciations, most of these ‘requirements 
are routine, and study and experience 
should indicate how much cash it will 
take to meet them. It may seem over- 
conservative to think that at some 
future date withdrawal demands could 
be so severe as to exhaust the cash 
balances of an association, but this 
likelihood exists and may at some time 


_in the future force an association to 
| liquidate earning assets. In such an 


eventuality, an association must be 


| able to liquidate quickly, easily and 


with very little loss. Obviously, the 
smaller an association’s liquidity posi- 
tion, the more liquid those assets 
should be. 


S mentioned earlier, loan commit- 
ments, real estate tax accounts, 


| and short-term loans from other insti- 
| tutions which are due in the near fu- 


ture are very important factors which 
are not always considered by the man- 
agers of financial institutions in de- 
termining their liquidity policies. In 
most instances these are obligations 
on which payment cannot be post- 
poned. It is obvious that cash used to 
pay these obligations would decrease 
the amount available for payment of 
withdrawal demands. Therefore, these 
items must be given careful considera- 
tion and provisions made for their 
payment when liquidity policies are 
determined. 

If provisions for their payment are 
not made, a financial institution could 
find itself in a position of not being 
able to meet the increased withdrawa! 
demands in a period of financial dis- 
tress. 

Much has been written about the 
role that public attitude plays in finan- 
cial emergencies and how important i‘ 
is for financial institutions to be ab! 
to respond immediately to changes | 
this attitude. However, not much h 
been said on how to predict what t’ 
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clients 


Any day one of your most important 
clients may call you and say, “Say, I’ve been think- 
ing about building a plant to take care of my West- 
ern customers. Should I go ahead, or should I wait? 
And where should I put it, if I do go ahead?” 


The answers to such questions will come more easily 
if you have the Metropolitan Oakland Area* Fact- 
file on hand. Banks and management consultant firms 
throughout the country rely on the MOA Factfile 
for all the facts on Climate, Marketing, Labor Sup- 
ply, Transportation, Living Conditions and Plant 


*Includes all of Alameda County, California 
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Sites in the West’s 2nd Biggest Market. Tosave you time, 
the information is revised periodically and organiz- 
ed into separately-indexed, “‘find-quick” Data Sheets. 


224 Eastern Companies have already established branch 
plants in MOA. The Factfile indicates why. No other area 
in the West offers business such a profitable combination 
of good weather, good central location and good manufac- 
turing facilities. 


USE THE COUPON BELOW to send for your MOA Factfile to- 
day. Send for as many copies as you want. They are FREE of 
charge. New Data Sheets will come to you as they are issued. 
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public will do and when they will do it. 
This may result from a severe eco- 
nomic set-back or result from a minor 
passing event. While we assume that 
the insurance of accounts has in- 
creased the public confidence in finan- 
cial institutions, this assumption has 


never been put to a severe test under 
adverse economic conditions. It seems 
that the best way to inspire public 
confidence in a financial institution is 
by maintaining, at all times, a liquid- 
ity position that will convey to the 
public a picture of financial soundness. 
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The public confidence is, of cour:e, 
essential to the success of a savings 
and loan association and how the pu»b- 
lic reacts is an important psychological 
factor. This was illustrated very ef- 
fectively by Jim Davidson in an ob- 
servation on liquidity.* He stated that 


. “Money is attracted to financial in- 





stitutions basically because the saver 
believes that the institution is sound 
safe and liquid. This belief may | 
generated in various ways and, 0 
course, advertising is a big factor. Biit 
the best way is to have it supported 
by actual facts. 

“While it is true that the majority 
of your customers cannot soundly 
estimate a statement, often confuse 
capital surplus and reserve with li- 
quidity, and frequently pay attention 
only to total resources, it is also a fact 
that every community contains a sub- 
stantial nucleus of sound thinking, in- 
telligent folks, who can. The influence 
of this class of thinking people is 
great, and their opinions asked for 
and expressed are a stronger factor in 
your development than you imagine. 
There is solid advertising value in 
operating so as to be beyond reason- 
able criticism.” 

The development of a liquidity 
policy would not present as great a 
problem, and we would not have con- 
sidered the many factors as carefully 
as has been indicated, if we could be 
assured that we would always have a 
stable, non-fluctuating economy or 
could predict fluctuations in the 
savings flow with some degree of ac- 
curacy. However, while the savings 
and loan business during the past 10 
years has had a tremendous growth 
and has been relatively unaffected by 
the minor setbacks which have oc- 
cured in our economy during this 
period, our economy has always been 


7 


+ rh © 


| subject to fluctuations which are un- 
_ predictable both as to severity and 








| Pay. 
| dicated in the chart on page 37, which 
| shows a detailed analysis of the li- 








duration. It is for these fluctuations 
we must prepare. 


T stands to reason that the type of 

liquidity policy that a savings and 
loan association follows affects the 
earning capacities of the association, 
which in turn has an effect on the 
dividend rate that an association can 
This fact is dramatically in- 


quidity position of 253 savings and 
loan associations by dividend rate. 
The associations examined range in 


| size from 15 million to 215 million 


dollars in assets and are from all sec- 
tions of the United States. Although 
they represent only about 3 per cent 
of the 6,040 associations in the United 
States, they do account for almost 30 


* James W. Davidson, “Liquidity—10, 15, 20 or 
25% 7?” Savings and Loan News, December, 1°, 
Page 40. 
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There’s always some risk in trying anything 
for the first time. But when fat savings in 
hours and dollars result from the very 
beginning — you’re sold! Case in point: Ohio 
National of Columbus, 69th largest bank 
in the country. 


In 1951 Ohio National’s main office put 14 
new Sensimatics to work on its checking 
accounts. It was Sensimatic’s first field trial 
on this type of installation. 


You can readily grade its success from the 
fact that today every Ohio National office 
—17 in total—uses Burroughs Sensimatics. 
And not only for posting checking accounts, 
but for many of the other bookkeeping jobs 
that are handled faster and more efficiently 


with Burroughs Sensimatics than with any 
other bank bookkeeping machines. 


You, too, will find that a Sensimatic has 
the speed and almost unlimited posting 
versatility to simplify and accelerate your 
posting plan . . . any posting plan. And to 
actually see it happen, simply call our 
local branch office. Burroughs Corporation, 
Detroit 32, Michigan. 


“Burroughs” and “Sensimatic” are trademarks 
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per cent of the assets. These associa- 
tions were grouped by dividend rates 
paid, and the liquidity ratios for each 
group were computed for each of the 
28 months from July, 1953 to October, 
1955. These figures show that the 


highest average 
maintained by associations paying 214 
per cent and under, and that as the 
dividend rate increases, the average 


liquidity is being 


liquidity position decreases. This 
would tend to indicate that the dis- 
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tribution of a higher dividend rat 
necessitates the sacrifice of liquid 
My theory is that when you beconx 
the trustee of the savings funds o 
hundreds of thousands of people, vm 
accept the responsibility to forgo earn- 
ings which can be attained at the ex- 
pense of low liquidity. 


LL the factors here discussed are 
important and should certainly be 
considered in the formation of a liquid- 
ity policy, depending upon the weight 
accorded each factor by the association 
managers. It is impractical to attempt 
to set forth one liquidity program that 
will be suitable for practical use by 
all associations, yet it seems reason- 
able that the ratio of cash and govern- 
ments to total savings should not fall 
below 20 per cent, and if possible 
should be about 25 per cent. It should 
be obvious that if we err, we want to 
err on the side of caution, and we 
should recognize that preparedness is 
the responsibility of each association. 
The managers of each association 
should reappraise their thinking and 
devote time and effort to the develop- 
ment of a liquidity policy which is 
realistic and which will keep pace with 
our dynamic economy. 

After examining the liquidity pic- 
ture of the savings and loan business, 
my opinion would be that not enough 
of the individual associations have 
given careful consideration to study- 
ing the problem thoroughly and, as a 
result, are not being cautious enough 
in maintaining liquidity. As pointed 


_ out earlier in the article, savings and 


loan associations do not have to main- 
tain as high a liquidity position as 
commercial banks. However, they may 
find it valuable to use the experiences 
of commercial banks as a guide to 
their own liquidity problems. If, as a 
result of the failure to learn from our 
experiences and the experiences of 
other institutions, a part of the busi- 
ness should fail to respond promptly 


| to withdrawal requests, the savings 
and loan business would have a major 





setback and creditors and competition 
would have a valid “I told you so.” 
In conclusion it is to be emphasized 
that these observations on liquidity 
are made at a time when the savings 
and loan business has gone through its 
most extensive period of expansion. 
This period has been occasioned not 
only by a spectacular inflow of the 
savings to these institutions but by an 
expansion in home financing activities 
as a result of the heavy credit de- 
mands to finance an accelerated rate 
of new home construction. The ex- 
istence of the former condition plus 
the strength of our general economic 
activity has not generally encouraged 
provision for negative developments 
in the savings operation. Perhaps no 
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sich developments will appear for 
years to come, yet in the exercise of 
proper trustee responsibilities by all 
savings and loan association man- 
agers, adequate liquidity should be a 
continuing safeguard and a cost of 
doing business that is as essential as 
operating expenses. 


Conservative liquidity practices are | 


being followed by many savings and 
loan managers today and many more 
are making critical analysis of their 
own institution’s liquidity at the pres- 
ent time. The future promise of the 
savings and loan business is the 
brightest in the financial field and it 
is reasonable to assume that a general 
increase in liquidity strength will be 
the next significant development to 
affect this business. 


® Sf 


NEW QUARTERS 
IDEAS 


CONTINUED FROM PAGE 45 


After making an analysis, and with | 
the conviction that modernization 


fosters new business, the building spe- | 


cialists reported that the quarters 
could be expanded without difficulty, 
particularly in the upper two floors. 


Consequently, they recommended that | 
the association’s leases of the upper | 


floors to outside firms be limited to | 


five years or less. 

The Roosevelt Federal’s business 
did grow rapidly and the association 
is now on the verge of taking over the 
second and third floors. Because this 
move was anticipated, an elevator at 
the rear of the building was moved to 
the front at the time the exterior, the 
basement and the first floor were mod- 
ernized. At that time the 28-foot wide 
lobby was designed and decorated to 
allow for maximum customer room 
and in a way to make the space appear 
wider than it is. Check desks and cus- 
tomer waiting areas were kept close 
to the outer wall; the president’s office 
and a conference room were located at 
the far end; and light-colored dra- 
peries, carpeting and ceiling fixtures 
were used to create the “larger effect.” 


N example of what was called a 
“winged” deal plate was seen at the 
Pulaski Savings and Loan Association. 
This type of deal plate is wider on the 
customer’s side of the counter and is 
inset, so that “wings” or greater areas 


are provided on either side for the | 


customer. The arrangement allows 
more space on which to write or lay 
percels, and simultaneously shields the 
customer’s transaction from the ad- 
joining lines of customers. The Pul- 
asxi’s quarters were remodeled from 
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an old public library building and 
handled to retain the original style of 
architecture while fully modernizing 
the fixtures and furnishings. 

At the Farm and Home Savings and 
Loan Association the visit revealed 
one of the first heavy-duty, slide-out 


drawers designed by the bank building 
company for installation in a metal 
teller’s counter. The drawer has a 
suspended carriage, or shelf, that can 
be pulled far out and which is strong 
enough to support heavier accounting 
machines. It was designed to speed up 
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the association’s work at interest puy 
ment time. 

Also, the exterior of this associat :o) 
showed the results of an especially ef 
fective modernization program. Wha 
had been an old, dark-colored six-st 51) 
building now has a very modern lcok. 
It was explained that the bright lime- 
stone exterior concealed the Victorian 
lines of the former brick building, and 
that the modern new windows had ;e- 
placed old style ones that were arcied 
and ornate. 


HE new headquarters building of 

the American Investment Company, 
in suburban Clayton, Missouri, itself 
represented something of a new idea, 
at least in this country, in the way of 
financial institution architecture. It 
was built along the ultra-modern lines 
employed extensively in Latin Amer- 
ican countries, and was designed by 
the bank building company’s chief 
architect, Wence Sarmiento, himself 
a native of Peru. The structure fea- 
tures inverted truss supports on either 
end to open the corners, and its design 


| has been described variously as “fly- 


ing wing,” “boat shaped,” and “upside 


| down.” 





Departures from the conventional 
lobby-office floor plan were seen in the 
American Investment’s third floor 
lobby and outer office. The filing and 
storage cabinets, for example, are 
flush with the wall surfaces at both 


| ends and in the center of the far wall. 


The desks and other furniture were 
specially designed to conform to ideas 
submitted by the investment company 
officers. Immediately behind the re- 
ceptionist’s desk on either side of a 
structural column there rises from the 
floor to the ceiling a series of white 
strands made of a plastic material. 
When asked what the strands are for, 
Mr. Sarmiento counters, “You noticed 
them, did you not?” When told yes, he 
replies, “Everyone notices them and 
then walks up to the receptionist, 
which is what we want them to do.” 
The tour ended with a second visit 
to various offices and workshops of 
the Bank Building and Equipment 
Corporation where there were dis- 
closed still other ideas and research 
activity going on in the interest of 


financial organizations in St. Louis 
and in the rest of the country. 
One of these “ideas” was an at- 


tractive and functional sit-down and 
stand-up check desk being readied in 
the company’s cabinet shop for ship- 
ment to a bank. 

Another of the ideas was emboiied 
in a sketch that showed a side-teller’s 
counter with a special well for a tele- 
vision receiver for viewing signatures, 
customer balances, etc. The plan calls 
for a cover over the well that will lift 
up and slide down in back of the well, 
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0} easily seen by a teller. 
of It was explained that the idea was 
ia worked out in collaboration with the 
1) Bank of St. Louis for its new drive-in 
Kk. units. The custom-built counter will — 
1e- be made of metal and will accommo- = 
an date a 10” R.C.A. television receiver. 
nd The plan will also provide for the 
"e- storage of standby television receiv- 
ed ers. 
Research on building materials con- 
stitutes a prime phase of the com- 
of pany’s work. The visit disclosed, for 
ny, instance, that the company had em- 
elf ployed a Columbia University pro- 
lea, fessor to make studies pertaining to 
of the practicality of all-concrete wall 
It construction. The results of the ex- ~~ ~*~, 
nes periments have been applied in the % \ 
ler- construction, now nearing completion, \ \ \ \ 
by of the Jefferson Bank and Trust Com- | \ 
Lief pany in St. Louis. The walls of that 
self bank are all concrete with a mixed-in “4 
rea- plastic paint to produce various col- —s CO 
her ors. The chief advantage of such walls, 
ign it was explained, is the saving made 
‘fly- by eliminating masonry. ‘ 
side In other similar evaluative work, 
the bank building company is currently 
nal conducting research to: 1. Determine 
the the practicality of glass panels that 
loor J have built-in screening. The intended Customers love Sort-O-Namic...the Todd system for 
and purpose of the panels is to reduce the 
are glare that sometimes results from imprinting and sorting checks. It adds personality to 
0th wide exterior glass areas, and to re- ; : 
vall. duce the air-conditioning load. 2. checking account transactions. It means the customers’ 
vere Standardize the use of the new type P . , 
faa i caine seiaiiameiieaa alaiies” sae names appear in print on all the checks they write. 
any “skin type” or “curtain wall” for the Bank employees, too, are enthusiastic about this fast, 
re- purpose of meeting design require- 
fa ments and reducing cost. 3. Devise a easy, fool-proof method of sorting checks by name. It 
| the small elevator for delivering parcels 
hite between floors. cuts mis-sorts, mis-posts, mis-files by 85%. It reduces 
rial. 
for, N addition to what might be called training time by 20%. 
‘_o : ane special projects, the a Stockholders like the Sort-O-Namic plan because it 
’ is constantly putting a wide variety of 
and building materials — concrete blocks, means more business and profits for the bank... better 
nist, bricks, floor coverings, marbles, gran- 
oT ite, paints, ceiling tiles, draperies, employee-employer relations... greater confidence on 
visit wall fabrics, etc.—to laboratory tests. ‘ : 
s of The company’s representatives also the part of the public. 
es “densi afrens Seranare chews one For complete details— mail the coupon. 
ilding shows, national research con- 
arch ferences, etc., in an effort to keep up 
t of with trends and new materials. $§é§ | (ieee LL 
s0uls In the company’s mechanical depart- | 
ment, for example, a staff member THE TODD COMPANY, Inc., Dept. BCH, 
| at- who is an expert on lighting and Rochester 3, New York | 
and electrical fixtures, explained that Please send me complete information about the | 
- among many new lighting materials Sort-O-Namic plan. | 
ship- on the market are such items as cor- 
rugated translucent plastic sheeting, oe Bank eens SSeS | 
lied rigid translucent plastic panels, alum- cn. si ph a al | 
ller’s irum louvers, ete. It is the company’s ROCHESTER NEW YORK ne a : : : 
tele- jcb in each project, he said, to relate ee 
ures, the best possible material to the area SALES OFFICES IN * i enti | 
calls tc be illuminated, and in every case SUBSIDIARY OF By | 
] lift keep the “low brightness glare” of BURROUGHS CORPORATION __ __ BCH-4-56 } 
well, the lighting fixtures, as compared to | mmm a —On nn nS mms sn ne 
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the ceiling material, to a 3-to-1 ratio. 
In general, he added, the object is to 
strive to give a lot of light and yet 
not the appearance of a lot of light. 

Capping this story on the varied 
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” Who's Got That 
Jones Estimate? 


Tearing the hair only makes for ulcers. 
Keep your papers filed the Acco way and 
stay happy. Your estimates, orders, cor- 
respondence, invoices —all your business 
records —are always where you want them, 
when you want them, when you use Acco- 
press Binders or Accobind 
Folders in your files. Made 
of durable pressboard (choice 
} of 5 colors) to last and last. 
Loose-leaf binding at a low 
price. Sizes to fit all your 
needs—and to bind from a 
single sheet to a six inch pile. 
Acco equip your files now. 
Ask your stationer. 





ACCO PRODUCTS, Ine. 
Ogdensburg, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 








COIN BOXES - 32 CENTS EACH 
DELIVERED 





We specialize in RETURN ITEM SLIPS 
and forms for window envelopes. 
Write for samples and prices. 


Cc. W. LAWRENCE Co. 
BANK SUPPLIES 
Saratoga Springs, N. Y. 





all styles of 
check 
covers, 
commercial 
and saving 


passbooks 
SAMPLES AND PRICES ON REQUEST 


~ WILLIAM EXLINE INC, 


1270 Ontario Street ¢ Cleveland 13, Chio 
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projects of financial institutions, 
President Gander announced that 
Bank Building and Equipment Cor- 
poration will itself move into its own 
new, million-dollar home later this 
year. The expanded facilities that will 
be incorporated in the new St. Louis 
headquarters were described by Mr. 
Gander and his executive vice-presi- 
dent Louis J. Obraka. 

The focal points in the new build- 
ing, they said, will be broadened re- 
search department and a display cen- 
ter where visitors will be able to see 





everything that goes into bank :)\\| 
financial buildings, from the smal!»st 
to the largest items. 

And perhaps sometime soon afer, 
added Mr. Gander, it may be tha 
one of his vice-presidents will hays 
completed the plans he is preseitl,; 
working on to develop a main bankinz 
room where there will be no more 
than $100 in each teller’s cage, ind 
where modern science will have m::je 
it possible to transact business almost 
completely via electronics and mechin- 
ical operations. 


SMALL BUSINESS ADVICE 


CONTINUED FROM PAGE 49 

Now comes the initial contact, and 
here is where many small business- 
men make their first mistake. Let’s 
avoid it. We'll go right to the “top of 
the pile” to find out about the policy 
of the bank. We won’t ask the floor 
man or one of those fellows behind a 
grilled window. We’ll ask the “head 
man.” 

This is a logical move, too. You are 
a legitimate businessman, as much as 


if you were the president of General . 


Motors. You have an honest need for 
financial assistance and a way worked 
out to make such assistance a profit- 
able investment for the bank. You 
want to find out something about the 
bank that you hope to work with (and 
that you hope will work with you) for 
your mutual benefit. The man to see 
is the boss. 

The bank president will see you, too, 
or he will make sure you get to talk 
to the man who best can answer your 
questions . . . but your name, Mr. 
Small Businessman, will be recorded 
in the bank president’s mind. You 
have established something already. 

Bank president or the bank officer 
to whom he directs you .. . how does 
he (and what he has to say) impress 
you? What is the official attitude of 
the bank. If they seem to be helpful 
and indicate an interest in you and 
your problems, better plan to try to 
“marry” that bank. Otherwise, it 
probably will pay to search farther. 

The best way to make your “pro- 
posal” is to open an account, no matter 
how small. Any business must have 
sufficient funds to maintain some kind 
of an account and “checkbook dollars” 
are far easier to operate with than 
cold cash or even colder Post Office 
Money Orders. Last year more than 
one and a half trillion dollars in 
“checkbook money” was used. 


The next move, after you have 


opened your account with the help of 
one of the bank clerks or the “New 
Account Department” is to get ac- 
quainted with the branch manager or 
the officer of the bank with whom you 
probably will deal in the future. Tell 
him about yourself and about your 
business. Don’t worry if he makes 
notes as you talk (later, you may be 
thankful that he does) ... he is 
starting to build up a file on your busi- 
ness that may be very helpful after 
you have grown. Tell him the “bitter” 
along with the “better.” It makes a 
good impression and he’ll find out later 
anyway. If you have changed banks, 
tell the reason for doing so... be 
completely honest. 

Prestige comes with a bank account. 
Only you and the bank know how big 
that account is. A bank account makes 
it possible for you to pay by mail. 
Payments made by bank checks give 
you a modern and complete record ... 
proof of the transaction that will, if 
necessary, stand up in court. 

A bank account is a big time saver, 
too, and it is a far safer way to handle 
money than a strong box or the old- 
fashioned sock. Today, commercial ac- 
counts and other bank deposits are 
guaranteed up to $10,000 by the Fed- 
eral Deposit Insurance Corporation 

. something you can’t get if you 
put your cash in hiding at night and 
carry it with you during the day. 

Now that you have a bank account, 
what can you expect? You may be 
required to pay a service charge if 
your account balance runs low or if 
you draw a lot of checks and make 
many and frequent deposits. Such 
charges are very low when you figure 
out what you get in return. You will 
draw suspicion if you overdraw your 
account. Don’t do it, under any vi'- 
cumstances. Overdrawing the account 
indicates to the banker that you «re 
careless or are a poor bookkee) er. 
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Both are dangerous characteristics in 
a small businessman who expects to 
succeed. 

The wedding is over and you have 
“married” the bank of your choice. 
You are one of the members of a big, 
happy family of depositors. Take ad- 
vantage of the “family connections” 

use the services offered by the 
bank. 

You undoubtedly will have problems 
in your own business, including such 
things as past due receivables, slow 
inventory items, methods of account- 
ing, trade discounts you want to be 
eligible to get, new equipment and 
many others. Talk them over with 
your banker friend . . . he might have 
the answers on the tip of his tongue 
or can find them and they’ll probably 
be the right answers. This is especially 
true if he knows all about your busi- 
ness and is kept up-to-date on your 
developments and problems. 

Now you, Mr. Small Businessman, 
have laid the groundwork for expan- 
sion in your enterprise. You need ad- 
ditional funds to increase your in- 
ventory or to make other moves that 
will build up the volume or efficiency 
of your business in order to increase 
your profits. 


EMEMBER, the bank depends 
upon loan and investment income 
for its living. You need a loan to ob- 
tain additional funds and the loan is 
an investment for the organization 
making the loan. Keep this in mind. 
How do you go about the job of 
getting a loan? 

There are many types of loans. The 
collateral loan is the easiest and 
quickest to get. If you have any liquid 
assets such as savings account de- 
posits, life insurance with a cash value, 
stocks or bonds, you can put them up 
as security to assure repayment of the 
loan, and usually borrow a sum of 
money equal to a high percentage of 
the actual market value of the col- 
lateral. 

Other types of collateral that banks 
will accept include real estate (your 
home, for instance, or a building or 
farm you own), your automobile and 
your business equipment. 

When collateral in the form of real 
estate is used, the loan is called a 
real estate loan. Real estate loans offer 
the advantage of a longer period of 
time during which repayment can be 
made. Automobile or equipment loans 
(so-called when automobiles or equip- 
ment are used as collateral) must be 
paid off in shorter periods of time 
because their cash values depreciate 
far more rapidly. 

Let’s assume that you, Mr. Small 
Businessman, are in the mail order 
business. Your chief assets are your 
eyuipment, your inventory and your 
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Writes for months 
without refilling! 


Base holds 40 times more ink than an 
ordinary fountain pen. Pen refills itself 
by capillary action every time you 
return it to base. You’re always ready 
to write! 


And you can choose from more than 
30 point styles the one just right for 
the way you write. Try America’s 
most popular desk pen yourself—on 
a 30-day money-back guarantee. 


DESK PEN SETS BY 


Gsterbrook 


CAMDEN 1, N.J. © 92 FLEET ST. EAST, TORONTO 


Choose the right point 


for the way you write 
—by number. 
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accounts receivable. These are accept- 
able as collateral for loans. Equipment 
with some resale value can be covered 
with a chattel mortgage. Shelf inven- 
tory (the merchandise you actually 
have on hand for resale), while it is 
required for your daily business opera- 
tion, can be used as collateral to get a 
business loan. 

If you have bought merchandise 
ahead in anticipation of seasonable 
sales in the future, such stock can be 
warehoused under bank control and be 
the basis for a bank loan for a certain 
percentage of its market (wholesale) 
value. 

Such items as shipping containers, 
extra paper, advance purchases, quan- 
tity purchases (if placed under bank 
control) all can be used as collateral 
for the loan you need. 

As you know, your capital fre- 
quently is tied up, for rather long 
periods of time when you ship mer- 
chandise to a customer and wait for 
his payment. You can avoid this kind 
of delay if you make arrangements 
with your bank to loan you money on 
the basis of “receivables.” 





Here’s the way it works: There are 
two ways for handling transactions of 
this nature—notification and non- 
notification. When your customer 
sends his check direct to the bank 
instead of to you, it is called a notifica- 
tion (you instruct him to pay the bank 
instead of sending you the money). 
If he sends you the money, which you 
immediately turn over to the bank, it 
is a non-notification transaction. Your 
banker friend can explain in detail 
how this works ... that is a part of 
his job. 

The best type of loan for any small 
business, though, is the loan made on 
the basis of your financial statement. 
A financial statement shows all of 
your personal or business assets. If 
you aren’t a corporation, personal and 
business assets can be combined in 
such statements to improve the finan- 
cial picture that is presented of you 
and your business. 

Statement borrowing requires no 
collateral. It is the ultimate goal in 
your bank “marriage.” The privilege 
of statement borrowing can be at- 
tained after a series of satisfactory 


loan transactions and should be t}. 
goal for every small business ma» 
Actually, statement borrowing, som» 
times called a line of credit, is a go.x 
sign of success in business. 
Another type of loan based on yo.» 


financial statement is a term lozn. 
However, this is the kind of loan ma je 
most often by “big business” to obtain 
funds for expansion or to get mo: 
working capital. Term loans are giv: 

mostly to firms with known net wort! 
and ability to repay large sums on «a 
quarterly or semiannual basis over a 
period of from two to five years’ time. 


HEN you boil it all down, your 
personal risk capital and the 
proven ability to repay are the founda- 
tions of bank credit. In some cases, 
character loans for comparatively 
small amounts are made to small busi- 
nessmen for short periods of time. 
These often are used to cover 
emergencies or things that must be 
carried through rapidly to be success- 
ful and should not be depended upon 
to steadily expand any business. 
The thing that causes many small 
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Affiliates in Luxemburg and 
Belgian Congo. 












dime and quarter 
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FIXTURES FOR SALE 


Joliet (Ill.) Federal Savings is remodel- 
ing and will sell all fixtures in whole or 
part. Available about May 1. Part of the 
equipment includes: Walnut marble 
counters and openings for ten tellers’ 
windows, 2 check writing tables (wal- 
nut), approx. 80 feet curved lobby rail- 
ing (walnut with marble top), 1—10’ by 
10’ officer enclosure, 1—¥8’ by 8’ officer en- 
closure, 1—20’ by 20’ walnut bookkeeping 
enclosure, 1 glass partition 20’ long, 4 
ledger tubs, 6 walnut safe deposit booths, 
and many other items. Equipment 7 
years old, excellent condition. 
WRITE OR CALL JOLIET FEDERAL 
SAVINGS, JOLIET, ILLINOIS 
PHONE 7-2601 

















BRANDT AUTOMATIC 


FOR SALE *eAncsHiERs 
MODEL 150 $277.50 each. SAVE $120.00 each. 


Reconditioned and guaranteed like new. Other 
models from $165.00. 


RELIABLE EQUIPMENT CO. 


3630 N. Gale St. Indianapolis, Ind. 
Phone Liberty 7-0015 











businessmen the most trouble in their 
financial dealings, and in developing 
top-notch relationships with their 
banks, is a too heavy schedule of re- 
payments. It is the job of your banker 
friend to work out these schedules so 
you can repay the money you borrow 
within the limits of time set up by the 
bank and, at the same time, not strap 
yourself. If you must turn every 
penny you take in over to the bank, 
you are making no progress. Too, 
there is too much chance of delin- 
| quency in making your repayments. 

Banks make a wide variety of loans 
with differing repayment periods. 
These are scheduled to permit the bank 
to have funds available for depositors 
at all times. Otherwise, it is easy to 
imagine a bank with all its funds tied 
up in long-term loans and nothing to 
pay depositors with or to loan to you 
for a short term when you urgently 
need it. 

Your banker friend can usually fit 
your loan into the bank’s schedule so 
he can keep the ball rolling. 

There is no perfect way to borrow 
money. The best way for you is the 
cheapest and safest way. To find out 
which is your cheapest and safest way 
to make a loan, it is important that 
you get to know your bank and the 
officer with whom you deal. . . and, 
even more important, that he has the 
opportunity to know you and your 
business. Only the business operator 
who already has a pile of money can 
stand idly by and make no effort to 
expand his business. The services of 
your bank are the best tools you can 
| find to use to help you grow... and 
| be successful. USE THEM! 
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It’s a well-known fact that today more people have 
more valuable papers to protect than ever before 

A man may not feel the need of a checking account—he 
can pay bills with cash, if he so chooses; he may have 

no need to borrow money; he may have no surplus cash 
to save. However, here’s an important fact: 

Everyone who owns any valuable papers—the deed to 
a house, an automobile bill of sale, an insurance 
policy, stocks or bonds—needs a safe deposit box. 

Is your safe deposit department in need of expansion— 
or modernization? Is a branch bank, or banks, 

on your program for expansion? Then, perhaps, a 
survey of your requirements by a H.H.M. specialist in 


protection is in order. Your inquiry is invited— 
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Main Offices and Factory in Hamilton, Ohio 


Branches in: New York, Chicago, Boston, Detroit, San Francisco, St. Louis, Houston, 
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Atlanta, Philadelphia, Minneapolis, Washington, Dallas, Denver, Kansas City. 
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COMPLETE SAFE DEPOSIT 
PROMOTIONAL PROGRAM 


available to you at a 
very nomimal cost 





PAMPHLETS FOR COUNTERS OR 
ENCLOSURE WITH STATEMENTS 
Six colorful, persuasive printed 
pieces, to show everyone his need for 
a safe deposit box. Complete back 
page left blank for bank’s message 
and signature. 





MATS FOR NEWSPAPER ADS 


Six power-packed, small-space ads 
(2 cols. x 6 inches). 





COLORFUL LOBBY DISPLAY 
Measures 44 x 36 inches; printed in 
5 colors. A sure-fire attention-getter 
in your banking room or lobby. 


WOUSEWOLD 
inVERTORY 





HOUSEHOLD INVENTORY FORM 


Samuel L. Conard, Asst. Cashier of 
The Broad Street National Bank of 
Trenton, N.J., writes (Jan. 12, 1956): 
“Last year, you furnished us with 
1,000 Household Inventory Forms 
which enabled us to rent so many 
safety deposit boxes that we sent you 
a an order recently for more boxes. We 
VIN , would like to have another thousand of 

these forms. If you can send them, 
we'll probably be repeating the order 


A 
for additional boxes,”” 
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“A Niagara Cyclo-Massage’ Chair 
is one of the Finest Investments 
aman Can Make” unerserra. may 


HERBERT A. MAY, 
Senior Vice President 
Westinghouse Air Brake Co. 


Maggs Fe a ce alll GRE RR ew 8 tre, engerenn ee 


“Nothing ... NOTHING .. . is better 
after a tough day than a ‘ride’ in my 
Niagara Chair. It’s great to ease back 
and let those wonderful cyclo-massage 
motors ease nervous tension and loosen 
taut muscles. In a few minutes the ten- 
sion is gone, I’m fresh as a daisy, and I 
feel like a million. The Niagara Chair is 
an investment every man should make.” 


eagles cese NAAR ATS ENE eae 


With a Niagara Chair you can increase circu- 
lation, improve your physical condition, and 
rest and relax like you've never done before. 
And, the Niagara Chair looks good . . . it’s 
right at home in your living room, den or 
office. It is offered in a wide range of colors 
and covering materials, 

Use Niagara, too, to soothe the pain of 
aching limbs and sore muscles. The value of 
massage as a pain-relieving agent is well- 
established . . . and Niagara is massage in its 
finest form, Exhaustive research engineering 
has made possible this amazing equipment, ; 
which has been extensively tested to confirm ae 
THERMO-CYCLOPAD Combining comforting heat and 
deep penetrating massage for the first time, the Niagara 
Send coupon for complete details including Thermo-Cyclopad helps relieve the pain of arthritis, 


¢ . ° bursiti d rh tism. Use it on all parts of the bod 
beautiful, full-color brochure on Niagara oy Serene gana age noi ! 


: 4 é to help you rest and relax, to give you a wonderful 
Cyclo-Massage units for use in home or office. _ feeling of well-being. 


its remarkable analgesic, muscle relaxant and 
sedative effects. 


<oe Mua op 
* Guaranteed by > 
Good Housekeeping 

ors AovraTied ws 

Niagara is available, too, as a portable set, 
a heat-and-massage pad, a wheel chair and 
bed unit for invalids, and as a comfortable 
office chair pad. Get details today. 


SEND FOR FREE BOOKLET 


Buried in the deep, foam-rubber 
cushions are three cyclo-mas- 
sage motors . . . not common 
vibrators but duplicates. of the , i ; 

motors used in Niagara Massage equip- “oro =. —— Pa. 
ment built for hospitals, clinics, and ay r 

athletic teams. Name 


Address 
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IN CANADA: MONARCH MASSAGE, LTD., FORT ERIE, ONTARIO ya | 
Copyright 1956 Niagara Mfg. & Dist. Corp. . 





